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This lovely new 1847 Rogers Bros. pattern has met with a quick and en- 
thusiastic sales response from consumers everywhere. This is Sylvia’s season. 
This success means clear-cut profits for retailers. Under the International 
Silver Company’s plan of CONTROLLED DISTRIBUTION Sylvia is available 
only through legitimate outlets. That eliminates unfair competition. 
The retailer closes the sale—and makes the profit. 

. 


Here is the Christmas gift chest for Sylvia— 
a gorgeous creation in high lustre, red lacquer 


— No Charge for the chest itself with the 





purchase of a 26 or 34-piece set, or the 


popular 69-piece gift combination. 


= The mark of the International Silver 

Company — the world’s largest maker 

— of silverware—the world’s largest 
advertiser of silverware. 
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69 PIECE SYLVIA SERVICE IN ROYAL GIFT CHEST 


G47 ROGERS BROS. 


ORIGINAL ROGERS SILVERPLATE 


A PRODUCT OF THE INTERNATIONAL SILVER COMPANY, Meriden, Conn. 


NEW YORK, 9-19 Maiden Lane CHICAGO, Merchandise Mart SAN FRANCISCO, 150 Post Street ST. LOUIS, Ambassador Building 

































What every merehant should know 
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tomers read THE AMERICAN 
WEEKLY. This Mighty Magazine 
goes to one out of every five fam- 
ilies in the nation—makes its pow- 
erful bid for more than 20% of all 
the money spent in retail stores. 
If you want your share of this 
money, feature the merchandise 
advertised in the biggest magazine 
on earth—and put it to work for 


you. 


—_ gold mine of cus- 


THARS 
GOLD IN 
THEM 
—™~ «THAR 
HILLS 











The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 597 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 67% of its 


circulation. 
In each of 134 cities, it reaches one out of every two families 


In 125 more cities, 40 to 50% of the families 
In an additional 165 cities, 30 to 40% 
In another 173 cities, 20 to 30% 


... and, in addition, more than 1,885,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


TH ENN ERICAN 
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“The National Magazine with Local Influence’ 
Main Office: 959 Eighth Avenue, New York City 
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SPEAKING OF 


4d 
Few things are 
more aggravating to a man in a hurry 
than to drive along a street and find 
four different kinds of time displayed 
at as many points along the block. 
But it happens every day in Detroit,” 








said the Detroit News recently, and 
continues : 

“Fully half of the publicly dis- 
played clocks in the city are either 
out of order, keep bad time or have 
been allowed to run down. One re- 
sult is that even a proper timepiece 
has no value. Where so many clocks 
are wrong, none is to be trusted. 

“The value of correct time to a 
city is of such importance that not 
long ago Cleveland made it a mis- 
demeanor to display the wrong time 
along the streets. Thoughtfulness on 
the part of property owners will rem- 
edy the Detroit situation. It isn’t 
even necessary to touch the works; 
the trick can be turned by moving 
the hands.” 


. Under the head of 


“Not a Bad Idea,” an editorial in 
a recent number of the Telechronicle 
publishes the following: 

“The jewelers of Green Bay, Wis., 
headed by Mr. Ansorge, its Jewelry 
Association’s secretary, organized a 
class this past winter to study electric 
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THE JEWELRY TRADE 4 a4 a 


clocks. Eleven of the 12 jewelers in 
Green Bay took the course, and the 
enthusiasm with which it was greeted 
is shown by the fact that throughout 
the entire course only one man 
missed a meeting! This was due to 
inclement weather. 

“The course was conducted by 
Mr. Peck, an electrical engineer of 
the Wisconsin Public Service Corpo- 
ration. 


“Since news of this course has 





spread around the country, Mr. An- 
sorge has had many inquiries from 
other cities as to how it was arranged, 
etc. It is interesting to note that 
‘“Telechron’ was used as the demon- 
strating base model.” 


Tew isa 


rumor on Fifth Avenue—a rumor, 
because the rather authoritative source 
of this information cannot be dis- 
closed—that once again the claim of 
the trade that diamonds and gems 
are the one absolutely reliable invest- 
ment in times of financial stress and 
fluctuating currencies has been sub- 
stantiated, this time by a group of 
astute American business men. 

The story goes that this group, 
comprising from 10 to 15 wealthy 
individuals, has pooled a fund of 
about $1,000,000, which sum _ has 
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been placed in the hands of an agent 
whose job it is to buy fine stones for 
these gentlemen—diamonds and, in 
rare cases, colored gems. Wielding 





the purchasing power of this large 
amount, he has been able, according 
to the rumor, to obtain exceptional 
values for his clients’ money. 

It is said that the stones most fre- 
quently bought by this agent are of 
the type and quality which suffered 
least depreciation during recent years ; 
that is, diamonds of good color about 
one carat in weight. 


I, telling of 
Prince George’s engagement ring 
to Princess Marina in the form of a 
square-cut Kashmir sapphire with a 
“baton” diamond, an oblong, square- 
cut diamond on either side mounted 
in platinum, the Gemmologist of 
London intimates that this may give 
considerable popularity to the use of 
such stones as a present from the 
groom-to-be to his affianced bride. 
Discussing the effect of the Prince’s 
choice on the public, the Gemmologist 
quotes F. §. Hockaday, a member of 
a well-known ring firm of Hatton 
Garden, as saying: 

“This means that the sapphire will 
return to favor and it will become 
among the most popular stones for 
engagement rings. The cut and ar- 











rangement of the stones is one of the 
most modern styles, though not ab- 
solutely new, and the sale of sap- 
phires and engagement rings set with 
sapphires between baton and baguette 
diamonds especially will undoubtedly 


, | GOTTA GOTTA HAVE SAPPHIRES / 
€€ 


= You MUST 
LFF SOMETHING 


receive a tremendous fillip as a direct 
result of the Prince’s choice.” 





y The condition of 


the Western German precious and 
semi-precious stone and costume jew- 
elry manufacturing industry during 
the second quarter of 1934 either re- 
mained unchanged or showed a slight 
turn for the worse, said a report of 
Vice-Consul James H. Wright at 
Cologne, Germany. 

“The occupation of the diamond- 
cutting industry is characterized as 
satisfactory, and not substantially 
changed,” said he. “In the synthetic 
stone branch and in the pearl trade, 
conditions are reported as unfavor- 
able, and it is set forth that before 
any noteworthy improvement can take 
place exports must be considerably 
increased. Gold and silversmiths re- 
port that their business is insufficient 
and that the seasonal revival was 
small. Business in the costume jewel- 
ry manufacturing industry was less 
favorable during the second quarter 
of 1934 than during the previous 
quarter, due chiefly to export diffi- 
culties, such as customs duties, cur- 
rency depreciation, boycotts, and quota 
restrictions. Occupation is reported 
to have been low and the future out- 
look is clouded.” 


4d 
ete we are 


faced with a situation in which the 
price levels generally are below the 
plane necessary to yield a profit. To 
increase volume necessitates price re- 
ductions which render even more 
remote the prospect of a fair return 
on business investment,” 
M. Golby, executive secretary of the 
Fashion Guild of America. 

“What, then, is the solution for 
the problem of re-creating profits? 
The answer would appear to be the 


said James, 


placing of stress upon the quality ap- 
peal of merchandise in order to raise 
the average unit price of individual 
transactions—even if volume must be 
sacrificed in order to do so. A small 
business profitably conducted is pref- 
erable to a large one run at a loss. 
It has been the mad quest for volume 
that has, to a great extent, precipi- 
tated the business recessions—over- 
production having glutted markets 
and destroyed values. 

“Not only that, there has been 
created an over-hand of surplus ma- 
chinery that is ever ready, like a 
predatory monster, to swoop down 
and annihilate the first semblance of 
profitable operations on a volume 
business. The quality element does 
not incur a risk of this kind. Quality 
is achieved by ingenuity and _pains- 
taking effort.” 


‘ben trade associations 
are more vitally needed today than 
ever before was the conclusion of the 
executives of more than 200 national 
trade associations, after a three-day 
discussion in Washington, D. C., re- 
cently on trade association problems 
and opportunities. The demands of 


\ NE Mug » lave \ave // 


iidiaiaas 


present-day business conditions and 
the valuable services which the more 
efficient trade associations are render- 
ing code authorities were found to 
have strengthened the security of 
trade associations as agencies of co- 
operative trade and industrial ac- 
tivities. 

The 14th annual convention of the 
American Trade Association Execu- 
tives devoted considerable attention 
to analyzing the relationship between 
code authorities, which came into be- 
ing with the creation of the National 
Recovery Administration last year, 
and trade associations, which have 
played such an important part in the 
nation’s business life for many dec- 
ades. This relationship between the 
two groups was discussed by Black- 
well Smith, acting general counsel of 
NRA, who said: 

“Trade associations have made a 
large contribution to making self- 
government in industry a practical, 
workable thing. A code authority is 
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an agency of limited powers and fune- 
tions. Its functions, as such, do not 
extend beyond the scope of the code’s 
provisions. The most effective code 
authorities make the greatest use of 
the available facilities of their trade 
associations, and the code authority 
in each industry may pay for the cost 
of using such facilities for code 
activities. 

“Funds collected by the trade as- 
sociation may be used to promote the 
industry, but code authorities may 
not use their funds for promotion. 
Industries operating under a code 
may rightfully complain to the ad- 
ministration when they have evidence 
that assessments for code administra- 
tion purposes are being employed 
along trade association lines.” 


dd 
The fact that 


the making of a timepiece requires 
craftsmanship does not wholly ex- 
clude it from the field of art,” says 
Dr. D. W. Hering, in his introduc- 
tion to his pamphlet describing the 
watches of the James Arthur Collec- 
tion at New York University, of 
which he is the curator, and he goes 
on to say: “Some species of art have 
had to succumb to the machine age, 
and of these the designing and con- 
structing of clocks and watches is 
one in which, although handicraft has 
come to be largely discounted, the 
records of early masters are fascinat- 
ing. 
“A rota of distinguished clockmak- 
ers and watchmakers would include 
names as familiar to artisans of that 
craft and their patrons as the best 
known among painters, sculptors, 
musicians, or any other class of crea- 
tive genius. If a seventeenth-century 
Dutch citizen alluded to his ‘Frans 
Hals’ there was no need to explain 
that. he meant a painting; if an En- 
glishman of the same period alluded 
to his “Tompion’ he was as readily 
understood to mean his watch— 
equally a masterpiece of art; and the 








claim of such makers to the rank of 
artist rests upon the fact that they 
were creative and that their work 
was often intellectual more than 
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manual, since it involved a good deal 
of horological science. So, in a col- 
lection of timepieces works of the 
masters are sought for and prized, and 
good examples of the most celebrated 


makers command pprices running, 
sometimes, into the thousands of 
dollars. 


“But the factory has put the in- 
dependent clockmaker and watch- 
maker out of business, and for a 
century his individuality has been 
subordinated to the commercial de- 
mands of acorporation in which there 
may be neither an artist nor a crafts- 
man. As a consequence the finest 
timepieces of today are the combined 
product of various inventcrs, and such 
a thing as a Tompion or a Breguet 
watch, a Harrison chronometer, or a 
Lepaute clock is no longer put on the 
market. Where a personal name is 
still used to indicate especial excel- 
lence it stands for an organized com- 
pany rather than for an individual.” 


Among the most 
potent resistances interposed by cli- 
ents to sales talks and one that af- 
fects particularly sales in the jewelry 


\WHO SAS CANT 
poll 
SS 


FFORD IT 











trade is the phrase, “I can’t afford 
it.” This, says the Retail Bulletin 
of the University of Wisconsin, is 
an objection difficult to meet. But 
in quoting methods of “sales stimu- 
lators” the Bulletin says: 

“*T Can’t Afford It’ ‘is an objec- 
tion that is difficult to meet. A New 
Jersey dealer has found an effective 
method. When a prospect offers this 
objection and the salesman believes 
that it is merely an excuse, the sales- 
man continues to explain the advan- 
tages of the product. Then he says, 
apologetically, ‘But, of course, since 
you can’t afford to buy . The 
prospect is then likely to take the ag- 
gressive and order the article. 

-“When an instalment sale has been 
closed, the salesman asks his prospect, 
‘How much can you afford to pay 
down?’ The customer’s pride usually 
leads him to offer a larger down pay- 
ment than the salesman would have 
demanded. 

“Using the same strategy in collec- 
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tions, this firm asks delinquents, 
‘How much can you afford to pay?’ 
and ‘When can you afford to pay?’ ” 


The higher price 
set for gold by the government, ad- 
mittedly one of the reasons for the 
much healthier condition of the 
jewelry trade today, brought about 
through the volume of old gold 
bought by retail jewelers from their 
customers, is responsible for still an- 
other sign of increased business which 
has been strongly felt, strangely 
enough, by importers and dealers in 
colored stones. Maurice Nathan, 
president of S. Nathan & Co., New 
York, stone dealers, who was the 
source of this interesting bit of in- 
formation, remarked that as far as 
his company was concerned, business 
in 1934 was about double that of 
1933, so far. 

Asked how this increased demand 
for colored stones and_ synthetics 
could be traced to the government’s 








Laugh, Clown, Laugh 














—What greater gift, what more saving grace, 
than a sense of humor! 

—We materialistic moderns are inclined to 
figure our wealth in terms of money and 
things; but how many of us figure that 
health and happiness and a sense of 
humor are wealth of a very definite sort. 

—At a recent Authors’ Congress held in Mos- 
cow, Soviet writers were urged “to make 
people laugh.” 

—They were told that the time has come to 
mix humor with facts. 

—I know but very little about Soviet Russia, 
and am not muchly in sympathy with that 
little ;but | do take my hat off to the Bolshys 
for their willingness to recognize the right 
of the people to laugh and joke more than 
they do. 

—lI have seen no signs of humor in the Hitler 
regime, and even less in the Mussolini 
regime; but America is always ready to 
laugh, to jibe and to joke. 

—Our sense of humor may be a bit rough at 
times, but it’s genuine and infectious. 

—Don’t let us lose our greatest heritage— 
the knack of getting a smile out of human 
nature and its lovable frailties. 

—Laugh, Clown, Laugh. 


Zee 6 TEE 


President. 
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monetary policy, he said: “Since gold 
was revalued at $35 an ounce it has 
become necessary for the manufac- 
turers of rings in a low price range 
to make their articles in silver, and 
in order to keep the retail price down 
to between $5 and $10, which, by the 
way, is the range in which most rings 


‘of this type are selling today, they 


are using large quantities of syn- 
thetic stones. It has been our experi- 
ence that the growth of this business 
is in the number of orders, rather 
than in the quantity of stones pur- 
chased in each transaction. Orders 
are twice as frequent as they were a 
year ago. 

“The manufacture of this type of 
merchandise has to a large extent 
stimulated the retailer to sell more 
colored stones of the birthstone va- 
riety. 

“T might add,” Mr. Nathan said, 
“that collections are much improved, 
which shows a healthier condition all 
around.” ‘This fact he attributes to 
the effect of the code, with its pro- 
vision of shorter terms of credit. 


Referring to 
“good-will” in business, Ralph Hitz, 
president of the National Hotel Man- 


\,00,YOU ENTER IT 





agement Co., in a recent article, said: 
“The reserve of good-will, a primary 
item in the ‘going concern value’ of 
any institution, is added to, or sub- 
tracted from, hundreds of times in the 
course of every business day. Prompt 
and intelligent service, minor cour- 
tesies, pleasing personal contacts, an 
attractive atmosphere, friendly and 
considerate treatment from employees 
—all these things register automati- 
cally on the profit side of the good- 
will ledger. Discomfort, slow or un- 
satisfactory service, an impersonal 
‘can’t be bothered’ attitude on the part 
of employees—in particular, anything 
that embarrasses the customer or af- 
fronts his dignity—these register just 
as surely on the side of loss. I have 
found it helpful to keep constantly in 
mind that there are really two entries 
to be made on every transaction—one 
in terms of immediate dollars and 
cents, the other in terms of good-will.” 














—S. Wyler, Inc. 


ABOVE—Silver tobacco box en- 
graved with classic restraint 


RIGHT—Silver tea kettle made 
by Ed. Fennel (London, 1789) 
and Sheffield hot water kettle 
by Watson & Brandbury (1798). 
The hot water kettle was 
formerly the property of the 
Earl of Amherst, once a gov- 
ernor of Virginia 


English silver in 


the Adam style. Unlike Topsy it did not just grow. Be- 
hind it were a whole group of forces, influences, and 
circumstances that from about 1760 through the first 
years of the 19th Century resulted in English silversmiths 
and workers in Sheffield plate producing a wealth of do- 
mestic silver that for the chaste beauty of its classic lines 
and utter simplicity marked the high point in English 
silver and its less costly substitute. 

Its roots fed back to Imperial Roman days when on 
the slopes of Vesuvius overlooking the Bay of Naples there 
were two cities, aristocratic Herculaneum and the more 
sporty and new-rich Pompeii. Both were engulfed by 
the great eruption of A. D. 79 and through 15 centuries 
were lost cities, until early in the 18th Century archae- 
ologists began to excavate them. The beauty of the 
Greco-Roman works of art uncovered made a deep im- 
pression both on the Continent and in England. 

In the latter, Robert Adam, son of the King’s Mason 
for Scotland, just graduated from Edinburgh University, 
Josiah Wedgwood, John Flaxman, and William Hogarth 
were among those creative artists who became disciples of 
the classic revival. Of these Robert Adam was undoubt- 
edly the most important and played the greatest part in 
popularizing the adaptation of classic outline and detail. 
There was a reason. He had journeyed to Dalmatia to 
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ADAM STYLE 


Leaves Impress 





study at first hand the ruins of a summer palace. His 
studies took concrete form on his return home and in 1764 
he published his book, Ruins of the Palace of the Emperor 
Diocletian. 

From then on, during the time he was King’s Architect 
and with his three brothers constituted the architectural 
partnership known as the Brothers Adam, this aggres- 
sive Scot transformed the English decorative taste and 
made the use of classic motifs and forms the fashion. 
Whether they designed for clients or engaged in their own 
outstanding and still extant piece of speculative building, 
Adelphi Terrace, they were classicists from start to finish. 
The buildings, their interiors, the furniture, even the sil- 
verware, these remarkable Brothers Adam designed, so 
that all would be in harmony and all reflect the beauty 
of the classic urn, column, and the like. 

Fortunately wealth was pouring into England from her 
colonies in America and in the Far East. ‘Trade was 
booming and people had money to foot the bills. Conse- 
quently the Brothers Adam who designed and the crafts- 
men who executed their conceptions had a ready market. 

There was also Josiah Wedgwood, the genius in 
ceramics.. He, too, sensed the fundamental soundness of 
the classic revival and made much of it in the china pro- 
duced at his famous potteries in Staffordshire. 

Another distinct influence was the introduction of tea, 
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of DECORATION 


on Silverware 


coffee, and chocolate as beverages late in the 17th Century. 
The British did not give up their ale and porter too rapid- 
ly, but by the middle of the 18th Century tea drinking 
had become a general characteristic of the land and new 
pieces of domestic silver were in order. ‘Teapots, coffee 
pots and accessories to go with them such as cream pitchers, 
sugar bowls, sugar tongs, and so forth, began to appear. 
Further, the rococo details of older pieces of plate were 
so out of harmony with the new simple urn and oval 
shapes that whole dinner services in keeping with the latter 
had to be substituted. This accounts for the large quan- 
tity of English silver made in the Adam manner. 

Then about 1750 one Thomas Boulsover made an im- 
portant discovery. He was a button maker, cutler, and 
spur maker of Sheffield. To him people probably took 
broken household accessories for repair. It was while 





working on a knife with a handle that combined silver 
and copper that he accidentally discovered that the tormer 
could be fused on the latter and then the whole rolled into 
sheets. Whether Boulsover ever recognized the full possi- 
bilities of his discovery is not clear, but there were others 
who did, such as Joseph Hancock, of Sheffield, and Mat- 
thew Boulton, of Birmingham, and within 20 years the 
making of Sheffield plate was an established industry in 
itself. 

Briefly this was the process. A block of copper about 
an inch thick, three wide and twelve long, with the upper 

(Turn to page 69) 
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RIGHT —A typically 


Adam 


silver coffee 


urn made by Henry 
Chawner _ (London, 
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1768). 


By 
THOMAS 
H. ORMSBEE 


BELOW—A Sheffield vase 
(about 1790), a typically Adam 
decorative piece.—A silver wine 
cooler by Richard Sibley (Lon- 
don, 1768). It is also in the 
Adam decorative manner 





——S. Wyler, Ine. 








The Store Beautiful 
should be the home 
of merchandising ideas 


A beautiful store 


is the star of hope for the modern jeweler. It is only 
fitting that the home of the most beautiful things in the 
world should itself be a gem of gleaming beauty. The 
treasure-house of precious metal and gems should be 
ideally beautiful. 

A new ideal of beauty is manifest in our people on 
every hand. Women spend vast sums in search of per- 
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sonal beauty. Men of wealth lay fortunes on the alters 
of art and beautiful treasure. Even in the homes of the 
lowly worker a new beauty of form and color is arising 
to put to shame the sordid hovels of past generations. 

Beauty is an essential ideal of our daily life. A new 
ideal of beauty in store decoration and arrangement points 
the way to success for the modern jeweler. 

There is an old maxim that says, “Beauty is only skin 
deep,” which reminds us that the store beautiful should 
not only be a joy to the eye of the customer but an ideal 
place in which to shop, an attractive center for the pur- 
suit of business. An important element of the store beauti- 
ful lies in its ideal conditions for giving service to the 
patrons who visit it. 


Bh store beautiful 


“will blush unseen” if it is “unadorned” with modern 
facilities for carrying out and completing the commercial 
transactions that are the source of its very life. There is 
one beauty in the adornment of its surroundings. There 
is another beauty in the efficiency of its appointments. 

If the store beautiful is to become a shrine toward 
which a pilgrimage of buyers will turn with their gifts of 
wealth in exchange for its precious gems and works of 
sterling metals, it must also be a store of efficient service 
and the home of merchandising ideals. 

Art may be invoked to create the atmosphere of beauty 
in the modern store, but only scientific business can fur- 
nish the beauty of efficient service. The most beautiful 
store in the world will profit the jeweler little if it does 
not conform to modern ideals of business efficiency. 

The store beautiful must also be an efficient merchan- 
dising emporium. It must be a shopping center toward 
which the people will turn because of its orderly arrange- 
ment of fixtures and attractive arrangement of mer- 
chandise. 

Modern merchandising experience points to the impor- 
tance of the display of merchandise. Modern equipment 
of the jewelry store must display the goods in a manner 
to invite customers to make purchases. The beauty of the 
store creates the proper atmosphere and ideal conditions 
of surroundings, and the equipment, while a part of this 
beauty and atmosphere, must facilitate the making of 
sales. 

Every jeweler has an ideal store in his mind, an ideal 
that intrigues him, that is a goal toward which he is 
working. He has particular departments to which he 

(Turn to page 73) 
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Know About Gems 


HE jewelry trade is beginning to 

realize that of the handicaps it has 
suffered in the selling of fine gems 
one is due to the fact that the public 
at large do not know enough about 
gems to appreciate their attractive 
characteristics; but further handicap 
has come from the fact that the retail 
jewelers as a whole, and particularly 
the salesmen and saleswomen, have 
not acquired sufficient knowledge 
about the history, the properties and 
the mineralogical characteristics of 
gems to instruct the gem lover or in- 
duce him to be enthusiastic about the 
jewels and their beauty. 

Fortunately for the trade there are 
a number of merchants in some of 
the chief towns and cities, who know 
jewels and who can intelligently sell 
them. Even more fortunate is the 
fact that a large number of the young 
men in the jewelry trade are now 
more anxious than ever to study gem- 
ology and learn enough about these 
jewels to permit them to sell the same 
as experts rather than as salesmen. 
But we cannot disguise the fact that 
there are too many, both proprietors 
and clerks, who do not know what 
they should know about gems, and 
who are not in a position to sell gems 
intelligently or in a way that will 
add to their potential clients. 

Fine gems cannot be sold success- 
fully as merchandise. They can be 
successfully sold only by those who 
know gems and only to those who 
can be induced to love them. Every 
jeweler should see to it that he has 
obtained a fundamental knowledge 
of jewels and that his clerks or sales- 
men get an education on this line at 
the earliest possible moment. ‘There 
are courses in gems, such as those at 
the University of Michigan, Colum- 
bia University (extension) and in 
other colleges and there are corre- 
spondence courses in gemology, such 
as that conducted by the Gemological 
Institute of America, at Los Angeles, 
that are available to all members of 
the trade. ‘Those who feel they can- 
not take the college course or the 
correspondence course referred to, 
can at last join the organizations 


ACROSS 


which are being formed to help make 
the public more gem-conscious. “They 
can help themselves by studying some 
of the fundamental text books on pre- 
cious stones and gem minerals which 
THE JEWELERS’ CIRCULAR of any 
prominent book seller can supply. 
Ignorance on gems today is not due 
to lack of opportunity as it was in 
the days gone by, but to carelessness 
or neglect by those who do not see 
the opportunity to lay the foundation 








Codes Do Good Work 


The jewelry industry has noted a big im- 
provement in the moral condition of its busi- 
ness in the last six months, which has been 
generally credited to the effect of the 
codes on trade practices, particularly those 
covered by the Precious Jewelry Manufac- 
turing and general Retail Jewelry trades. A 
large number of business abuses and unfair 
competition seem to have decreased. 

As a matter of fact, complaints in the 
precious jewelry industry have been few and 
far between, while the attitude of the re- 
tailers, as expressed by the Chairman of their 
National Code Authority, is most favorable 
to their code and its effect. 








for a good business in the sale of fine 
gems and fine jewelry. 
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Jewelry Sales Improve 
RELIMINARY reports’ from 


both the retail and manufactur- 
ing branches of the trade indicate 
that the fall business, which started 
last month in the jewelry trade, 
shows an improvement that should 
be generally gratifying. Not only 
have sales in the cheaper lines been 
more numerous to the public by the 
retailers but orders from retailers to 
wholesalers and manufacturers for 
the holiday goods, in many lines 
greatly exceeded those that have been 
given by the trade for the last three 
or four years. 

Conditions among the New Eng- 
land manufacturers of moderate 
priced and cheaper jewelry indicate 
that the orders already received tend 
to bring the business far beyond the 
normal and the great difficulty suf- 
fered by many manufacturers lies in 
the fact that they are unable, under 


Ad 


their code, to run their factories 
under the old labor scale which per- 
mitted excess overtime work. Many 
firms feel that under the 48-hour 
schedule they will not be able to fill 
all the orders that are coming in and 
that those large dealers, like the de- 
partment stores, who make their pur- 
chases in November or later, will have 
a great deal of difficulty in getting 
what they want or having the mer- 
chandise made and delivered in time. 

Throughout the retail trade, re- 
ports show that on the whole not only 
has business improved in the number 
of buyers of medium priced goods but 
the total sale per unit has averaged 
more than it has for the last few 
years. Improvement is shown in the 
sale of cheaper jewelry, watches and 
even in smaller diamonds, with a dis- 
tinct improvement in silver. 

While we cannot expect to return 
to the business of five or six years 
ago, there seems to be every prospect 
that jewelry sales in both farm and 
industrial areas will be better during 
the next two months than they have 
been since the depression began. 
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The “Memorandum” 


HY is it that some importers, 
manufacturers and wholesalers 
wish to change or amend the so-called 
“memorandum” agreement which has 
proved so valuable in the jewelry busi- 
ness for many years and which the 
courts have defended and sustained 
through the decisions of the final 
State tribunals? To the number of 
jewelers who have asked us on the 
question of changing the fundamental 
form of the memorandum, we would 
say that as to the suggestions made, 
whether coming from laymen or at- 
torneys who av not know the jewelry 
business, they would simply weaken 
the agreement and in many cases 
change this under the law from bail- 
ment into a conditional or an abso- 
lute sale which would give the jeweler 
none of the protection that the pres- 
ent memorandum affords. 
The fundamental memorandum 
agreement which has given the jewel- 
ers perfect protection under the de- 
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cision of the New York Court of Ap- 
peals (Green vs. Wachs, et al) reads: 


“These goods are sent for your in- 
spection and remain the property of 
X.Y. & Co. and are to be returned 
on demand. The sale takes effect 
only from date of approval of your 
selection, and a bill of sale ren- 


dered.” 


This form has been endorsed for 
use by the Jewelers Memorandum 
Bureau and various trade organiza- 
tions and gives all the protection that 
the law will give to the jeweler in 
the use of transactions of this kind. 
Any additions, explanations or “im- 
provements” to this text hurt rather 
than help the effect of the memoran- 
dum in its interpretation by the 
courts. 


08 
Fighting Lotteries 


HE National Recovery Admin- 

istration announced that, begin- 
ning Oct. 1, lotteries, guessing con- 
tests and similar promotion schemes 
of chance had been outlawed in the 
retail trade by a code amendment. 
The intention, the NRA explains, is 
not to prevent merchants from invit- 
ing the public to take part in legiti- 
mate contests in which merit or skill 
would be the determining factor but 
only to eliminate the gambling ele- 
ment in such displays, advertising or 
sales promotion. 

It was not stated clearly when the 
announcement was made, as it should 
have been, that it did not apply to 
the retail jewelry or a few other re- 
tail trades which have their own sep- 
arate codes. However, we understand 
that a similar amendment to the code 
is being advocated within our indus- 
try and that our National Retail 
Jewelry Code Authority will approve 
action on this line. Such a code 
amendment would be fair, as it would 
bring the jewelers in line with the 
better principles of the retail trade 
generally, and also make them con- 
form to the postal regulations and 
Federal laws that at present control 
newspapers and magazines and other 
publications. 
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All Jewelers must use the same language 


ITH due respect to the difference in business methods of the 
WW iitereet elements in the jewelry trade, the lack of uniformity 
in codes they have adopted is causing trouble to the entire industry. 

There is no reason why all men in business in the jewelry trade 
should not be in accord on fundamental principles that would create 
an identity in names, definitions, standards, quality terms, marking 
laws, appraisements and similar factors, that will be thoroughly 
understood by every member of the jewelry trade and the consumer 
alike. 

These names, definitions, standards, etc., should bind importers, 
cutters, lapidaries, precious jewelry manufacturers, medium priced 
jewelry manufacturers, makers of jewelry novelties, assemblers, 
brokers, wholesalers, retailers, credit jewelers, auctioneers and all 
their agents and employees. A statement as to a piece of jewelry 
as to its name, its quality, its marking, should be the same in every 
way whether it be sold to the consumer or the distributor; whether 
it is offered by importer, manufacturer, assembler, wholesaler or 
retailer. There is no reason why words should mean one thing in 
one part of the jewelry trade and something else in another of its 
divisions. 

Every man in the jewelry business should speak the same language 
as to definitions, standards and qualities within the industry or with 
his sales to the public. 
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Make the Christmas Copy Sell... 





With only a 


tew weeks until Christmas the retail jeweler who has not 
already prepared his holiday advertising campaign will 
find that he is getting away to a poor start unless he begins 


work at once. There are so many merchants in other 
lines who are anxious for their share of the customer’s 
dollar that the retail jeweler must of necessity work early 
and late in order to hold his place in the race. 

If it has not already been done it will prove helpful to 
send out a friendly letter to a carefully selected list of 
prospective purchasers just as soon as can be arranged. 
This letter may be sent out just ahead of the starting of 
your newspaper and direct mail advertising campaign or 
may be inclosed with your first direct mail Christmas 
appeal. But do not delay this mailing too long. The let- 
ter should feature the fact that your store offers a varied 
assortment of articles to meet a wide range of needs. Such 
a letter may read as follows: 


“Dear Mr. and Mrs. Blank: 


“The spirit of Christmas is already abroad in the 
land and you will profit in many ways by making 
your purchases early. 

“We have made a special effort this year to select 
useful, lasting, appealing gifts aimed to suit every 
purse. Gifts for father, mother, brother and sister. 
Gifts for the high school boy and girl and for the col- 
lege-man and woman. We have not forgotten the 
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In preparing the Christmas advertis- | 
ing copy care should be taken to 
make it both attractive and convinc- 
ing. Sell the public the romance of 
fine gems—The pride of possessing 
an accurate watch—The prestige of 
ownership in a carefully selected 
silver service. Make your newspaper 












appeal create interest and desire for 
your merchandise. 
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«4 century-old treasure-house 
of smart new gift suggestions 
of which a few are illustrated. 
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Stressing Beauty and 
Price Appeal in 
Christmas Gifts. 


Seu / 


ths, 
Silversm™ 
rs and Sis. 
Jest SUMMER @ARCH 
a ihe . 


ae 
THE JEWELERS’ CIRCULAR 
for November, 1934 














smaller children and baby. Grandfather and grand- 
mother have also been remembered. 

‘“‘We invite you to call at our store and see the re- 
sults of our work in endeavoring to meet your 
holiday needs at moderate prices. 


“Yours for a Merry Xmas, 
“Henry Jones.” 


After taking this initial step attention should be turned 
to your Christmas newspaper and direct mail advertising 
campaigns. It should abound in suggestions and appeal 
to as wide a circle of buyers as possible. Make your ad- 
vertising copy impress on readers what the articles you 
offer will do for them instead of stressing the fact that you 
are anxious to sell them something. They know that. 
The latter kind of advertising will appeal only to those 
who are in the market for the articles you present. 

As pointed out in an address by Carroll C. Seghers, 
Gruen Watch Co., at the recent A.N.R.J.A. convention 
in Cincinnati, bring home to the prospective buyer how 
a fine piece of table silverware will add to her prestige as 
a hostess, win the praise of her guests, give added life to 
her dinner table and present the food in a more attractive 
and appetizing manner. Create an interest and a desire 
(Turn to page 78) 
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Photo by Old Masters Studio, Inc. 
“Garden of Jewels”—The Shop’s First Display 


I. there a fundamental 
change taking place in methods of distribution? 

Years ago, with the advent of efficient commuter train 
service and the added simplification of the transportation 
problem which came with the development of the auto- 
mobile, the retail store located beyond the area of the 
great urban centers began to suffer a gradual loss of 
business. Only the merchant of unusual merchandising 
ability was able to stem the tide of consumer buying 
power in its surge to the big city. A definite population 
movement set in with increased industrialization. For- 
merly prosperous towns often took on the aspect of the 
“deserted village’ as men and women flocked to the cities 
in the hope of factory employment. And the city mer- 
chants prospered. 

Today the tendency of some large retail establishments 
to establish branches in communities many miles from the 
main store would seem to indicate that in the centraliza- 
tion of retail distribution the law of diminishing returns 
is beginning to be felt. Or, at least, that there are certain 
comparative advantages to be obtained through the oper- 
ation of branch stores which become increasingly attrac- 
tive as the metropolitan center becomes more and more 
congested. As transportation brought business to the 
Cities, it now is making it possible for city workers to live 
farther and farther away. And the “hurry and bustle” 
of city shopping is gladly exchanged for the leisurely 
atmosphere of the smart out-of-town shop. 

The most recent example of this trend, first in the 
East in the jewelry trade, is the new store of Black, Starr 
& Frost-Gorham, Inc., which opened its doors June 18 
of this year. The shop is striking in its adept compromise 
of dignified tradition and pleasant informality. One of 
the chief problems of the jeweler has always been the 
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LOOKING TOWARD THE REAR 


“Quality at a Price” 

is the slogan adopted 

in all the advertising 

used by this new 
store. 





forbidding atmosphere of his store, an austerity which, 
although it may properly symbolize the honorable reputa- 
tion of one of the oldest crafts in the world, does not 
make the customer feel very much at home. “It is our 
job,” said Edward A. Talbot, manager of the East 
Orange store, “to impress the people here with the idea 
of quality, and at the same time break up any conception 
that we are overly ‘high hat’ or that our prices are ex- 
orbitant. We have in all our advertising adopted the 
slogan, ‘Quality at a Price.’ ”’ 


Tite shop is designed to 


combine the advantages of the “salon” with the conven- 
tional counter display arrangement. Diamonds and 
jewelry are displayed in a long show case at right of the 
entrance, with a large stock of silverware shown in large 
wall cases. To the right of the entrance as the customer 
enters he sees a small fountain, which fills a basin in 
which are floating a dozen or two of pond lilies. From 
the pool arises a figure, ““The Duck Mother,” in bronze. 
Several potted plants are grouped about the fountain, 
giving the whole the aspect of a little garden. At the 
rear of the store, on the window sill, is a moderately 
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The Black, Starr & Frost-Gorham, Inc., store, 

opened last June in East Orange, New 

Jersey, illustrates the tendency among the 

smart shops of large metropolitan centers to 

open branches at strategic points of subur- 

ban territory from which much of their 
business is drawn 


A SILVER GALLERY 


oy 


CAR 


large tank of tropical fish. The bright colors of these 
popular “pets” are effectively shown as the daylight shines 
through the water, and this idea attracts many people to 
walk the whole length of the store. 

Mr. Talbot, a young man in his late twenties who has 
lived in the Oranges all his life, expressed confidence that 
the store is succeeding in making itself felt to be an 
integral part of the community. “A number of people 
who used to buy from us in New York stopped in to wish 
us success the first month we were open. They seem to 
take a personal interest in the shop, and it is this really 
friendly, informal attitude which we are trying to culti- 
vate. A large proportion of our customers and prospects 
do their shopping in sport clothes, so during the summer 
we wear sport clothes in the store.” 

An unusually complete stock of silverware and jewelry 
is maintained to offset any impression that the shop cannot 
extend the same service as the New York establishment. 
As an example, there are 24 pairs of salts on display. A 
wall case contains six silver center pieces, and there are 
just as many candlesticks as in the New York store. 

Special sales efforts are at present limited to window 
display and local newspaper and community magazine 
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EDWARD A. TALBOT, Manager 


advertising. “We are really feeling our way along now, 
and will broaden out to more extensive promotions slowly, 
testing each idea as we go along,” said Mr. Talbot. His 
four years’ experience as director of sales promotion for 
the Gorham Co., and assistant to the vice-president in 
charge of advertising, stand him in good stead in these 
new activities. Much of his time with the silverware 
manufacturer was spent in aiding retail jewelers in vari- 


ous parts of the country to put on special sales campaigns. 


Window displays tell the story of 


each department in the-store. This series was announced 
shortly after the opening, and a permanent card carrying 
this message is always in the window. Another card is 
prepared for each department and displayed with the new 
window each week. Thus all lines the store has to offer, 
including stationery, bags and leather goods, besides silver- 
ware and jewelry, will have their share of window pro- 
motion from the start. The store’s first window, shown 
on page 48, was transported from the New York store. 
It is a “Garden of Jewels” built of rough precious and 
semi-precious stones with a pool in the center which 
appears as though fed from a stream in the painting in 
the background. Pearls and jewelry are shown in the 
foreground. 

Newspaper advertising has featured mainly single in- 
expensive items of fine merchandise, reiterating the 
“Quality-at-a-Price” theme. Practically all newspapers 
within the Oranges’ trading area are used, the same ad 
being placed successively in each paper from week to week. 
In this way no two papers have the same copy at the same 
time, while each ad reaches the entire market. Fifty lines 
on two columns is the space most used. Copy also runs 
in the Junior League Magazine and in The Oranges and 
Montclair, a local society magazine. 

For the fall the store added to its sales staff a young 
woman of good social connections, who is devoting her 
time to wedding business. This girl will follow up engage- 

(Turn to page 67) 













An Old Firm 
| —With Young Ideas! 
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MR. GELULA SAYS: | Te sudden impact 

“Our three years as jewelers with an of the economic disaster which precipitated itself upon 

easy payment service, if anything, has American business in November, 1929, after the scare and 

&, enhanced our baputation. 8 flurry of the financial panic had quieted somewhat pro- 
“We find that credit selling is an : : : 

extremely sensitive barometer of local ceeded in the years which followed to send its lethal rever- 

economic conditions.” berations through the fabric of our socio-economic organ- 

“A liberal estimate of our credit ization. On to the bitter end, March 18, 1933—the low 


— 2 per cent of the total net point of the depression—as indicated by the New York 


Times Business Index which on that day fell to 60.0, the 
course of declining sales and hope ran, leaving in its wake 
thousands of casualties in every branch of industry and 
trade. 
Jewelers, dealing in commodities subject to the extreme 
* fluctuations of an elastic demand, were among the first of 
the retailers to feel the sharply diminished consumer buy- 
ing power. The condition was acute, demanding action. 
Only merchants of proportionately vast resources were in 
a position to maintain the philosophic calm personified in 
the school of economists who have said, “Other depressions 
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NY: consider ourselves Cash Jewelers, as distinguished from Credit Jewelers. The fact that we 
have a credit department—and extend credit to those worthy of such confidence—does not 

mean that our store may be classified as a ‘credit store.’ We resist such implications vigor- 
ously. . . . We have adopted a policy of considering the extension of credit to a customer as a distinct 
courtesy being rendered by a cash store. We expect ‘to do business for cash. If credit is required, it 
is invariably granted. But the fact that there are no ‘extras,’ such as interest and finance charges 


indicates that ‘a favor is being extended . 


. . Our prices are always in line with every quality ‘cash’ 


store. We are particular as to whom we extend credit so therefore our prices need not be higher because 


our losses are negligible.” 





0 “ela 


have passed; this one will do likewise.” For most retail 
jewelers the problem presented two alternatives: (1) 
action, not specifically one kind of action, but some course 
which presumably would ameliorate the pressing condition 
and (2) a passive endurance of the situation, with the pos- 
sible result of failure after a lingering decline, or, at any 
rate, a terrible siege to be maintained against the forces of 
despair, tangible and intangible. 

It is the purpose of this article to show the course of 
action chosen by a retail jeweler of Atlantic City, N. J., 
who, after deciding upon the first of these two alternatives, 
entered aggressively into execution of his new plan and 
policy, with marked success and lasting benefits. It is not 
proposed that this policy or decision be discussed critically ; 
rather, the dramatic story of the transition of Friedebergs’, 
jewelers for +1 years on Atlantic Ave., from a strictly cash 
store, to an installment store, is offered as a factual account 
of what was experienced in the transition, so that others 
who may be contemplating a similar move may profit by 
that experience. 


THE DECISION 


The first week of November, 1931, was a gloomy one 
in the jewelry business. Sales of diamonds and watches 
had fallen away to a whisper. In standard lines, where 
the average unit of sale had been about $25, it was now but 
a fifth of that amount. In Atlantic City the condition 
was particularly acute. Max Gelula, the proprietor, and 
Abner, his son, went into conference. Something had to 
be done to stimulate business on a new plane; either they 
would have to discard the idea of “quality” as the basis 
of the store’s merchandising policy, or they would have to 
change their form of doing business! 

One solid week of concentrated thought was spent in 
making the choice; and then, on Nov. 11, the Atlantic City 
papers carried a full page advertisement making “A Stu- 
pendous Announcement from Atlantic City’s Leading 
Jeweler.” Copy described the opening of “a confidential 
credit department for the convenience of those who pre- 
fer to buy diamonds, watches, clocks, silverware and 
jewelry on the deferred payment plan.” 


During the week of decision a number of questions were 
posed and answered by father and son, one to the other— 
vital questions which, once solved, determined the method 
of presentation of the new plan to the public, and their 

(Turn to page 66) 





Loveliest of all Gifts— 


THE GEM 
OF THE OCEAN 


The perfect symmetry and exquisite lustre of 
Mikimoto Cultivated Pearls arouse an irresisti- 
ble desire to possess them . . . a desire which 
your customers may readily gratify within their 
means. 





Every woman wants pearls . . . loveliest and most 
flattering of adornments .. . Mikimoto makes it 
possible for her to have them! The finest pearls 
cultivated come from the extensive Mikimoto 
pearl colony of 41,000 sea acres, located in 
Japanese waters, where scientific care and rigid 
selection result in a uniformity of beauty that is 
unsurpassed. 

Mikimoto Cultivated Pearls offer the retailer a 
twofold opportunity . . . to bring happiness to 
his customers and win profit for himself. 


iF YOU CANNOT PERSONALLY VISIT OUR 
NEW YORK, CHICAGO, OR LOS ANGELES 
OFFICE, WE INVITE YOUR INQUIRY BY MAIL 


Mt .K. M<ikimoto... 


New York Office: 551 Fifth Avenue 


|) CARI AR LS Los Angeles Office: 649 South Olive St. 


Chicago Office: 55 E. Washington St. 


HEAD OFFICE: GINZA, TOKYO 
BRANCHES: KOBE, LONDON, PARIS, BOMBAY 


By Warrant of Appointment 
to Their Majesties 
of Japan 
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ALBERT RAMSAY & CO., Ine. 


41 YEARS CUTTING GEMS FROM THE ROUGH 


STAR SAPPHIRES STAR RUBIES EMERALDS 
RUBIES SAPPHIRES 


Always a Fine Selection in Stock 





Albert Ramsay Purchasing Rough Sapphires at the Mines, from the Illustration in His 
Article “Bright Gems of the Mines’ Which Appeared in the September 29th Issue, 
Saturday Evening Post 


CHIVOR EMERALD MINES 


Colombia, South America, where all the finest emeralds are 
mined. We are the sole cutting and selling agents for this mine. 


Just What You Want in Rough and Cut 


ALBERT RAMSAY & CO., Ine. 


665 FIFTH AVENUE NEW YORK 
BOMBAY CALCUTTA RANGOON 
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Morell’s new biography of 
James Buchanan Brady, the pic- 
turesque capitalist and spender 
of the "'nineties'’ gives details 
of his unusual gem collection, in 
connection with his history and 
characteristics. 


; oor even more than 
most of its general readers will appreciate the new work 
“Diamond Jim” by Parker Morell which was issued last 
month by Simon & Schuster. This work chronicles the 
life and times of James Buchanan Brady, a most pictur- 
esque figure of the “Gay Nineties” and one of the most 
solid and shrewd capitalists of the period. ‘‘Diamond 
Jim” was known to everybody in the social, theatrical and 
financial worlds. With the jewelers he was known as one 
of the “big spenders” who had bought gems and jewelry 
worth between a million and a half to two million dollars. 

Mr. Morell who sketched Brady’s life is a member of a 
family of jewelers, the son of Alfred Morell of 608 Fifth 
Ave., New York. He first became interested in ‘(Diamond 
Jim” for professional reasons but his enthusiasm deepened, 
and it is due to this interest that this biography 
emerged. The 273 pages are filled with halftone illus- 
trations of “Diamond Jim,” his friends, the sections of the 
city of his time and particularly illustrations of much of 
the unusual jewelry that he had created. Especially inter- 
esting are the pictures of his house, his furniture and his 
ornaments. ‘Diamond Jim” spent a “million a year” 
and in all spent more than a million in his hobby of getting 
large and specially made gem jewelry for his own personal 
use. In addition he bought fine jewelry for his business 
and intimate friends, men and especially women. 
author claims that as a climax of this orgy of spending he 

(Turn to page 57) 


AN EYEGLASS CASE DECORATION 


eee eee Ad ‘4 r) yi. \ & 
; 438% eek Sto: 
Re ast ate aes ee Sie, 
YR Lee ihe. EE eASTe3) 


en 4elielt 
Re ee o~ pome 


(aD ARG @ v Ay \ 
{ eon 


vax, 


as bs — — a 


THE JEWELERS’ CIRCULAR 
for November, 1934 


i 


The 





"tap, 
> — 













PY 


Loo T RRS & 3 


JAMES 
BUCHANAN 
BRADY 


The Transportation Set 
caused more comment 
than all the other Brady 
jewels put together. The 
car, wheel ring had a 
center diamond weigh- 
ing 10 carats and had 
42 smaller diamonds sur 
rounding it. 


Every appliance con- 
cerned with the busi- 
ness of carrying men 
and goods was included 
in the set. The bicycle 
was paved with 119 
flashing diamonds which 
enhanced this vehicle 
of transportation 














Cutting Works: 
64 West 48th Street 


Established 1866 





Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 


Antwerp—48 Rue Simons 
Amsterdam—33 Sarphatistraat 
London—23 Holborn Viaduct 

















Py 
~ STAR \O 
SAPPHIRES: 


Emerald Cut and Marquise 


DIAMONDS 


Rubies, Emeralds, Pearls, 
Cat’s Eyes, Sapphires 





Fine Gems can’t be sold 
at Christmas time unless 
you have them to show. 





We have a large stock of Precious 
Stones, both mounted and unmounted, 
from which to make your selection. 
Let us cooperate with you on your 
special calls. 


JEROME 
RICHHEIMER 


608 Fifth Avenue y 


New York A O 
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DIAMOND JIMS JEWELRY 


(From page 55) 


conceived the startling idea of owning a different set of 
jewelry for every day of the month. To quote from Mr. 
Morell’s story: ; 

“Let’s see,” he said to his amazed jeweler. “I’ve got 
six sets now—the diamond, the emerald, the turquoise, the 
ruby, and the sapphire. Round up twenty-four more dif- 
ferent stones and let me know how much it’ll cost to have 
sets made.” 

“But Mr. Brady—” the jeweler was startled. ‘There 
aren’t twenty-four other different kinds of precious stones. 
It would be hard to get a collection of even twenty-four 
different semi-precious varieties.” 

“Is that so?” Jim boomed, sticking out his jaw. ‘‘Lis- 
ten! I’m gonna have a different set for every day in the 
month. If you want to go on bein’ my jeweler, you’d bet- 
ter see about gettin’ ’em.” 

With much argument the jeweler convinced Jim that it 
would take years to assemble such a collection. Stones of 
a size and quality to catch the Brady fancy were not easily 
found in jewel markets. They had to be sought after and 
watched for. They had to be snapped up whenever news 
of their existence trickled in from great distributing cen- 
tres such as Amsterdam and Calcutta. Moreover there 
were only three other precious gems from which sets could 
be formed—the pearl, the cat’s-eye and the star sapphire. 

“However,” the jeweler continued, “‘as you know, there 
are other forms of diamonds—marquise, half-moons, and 
pear shapes. We could combine those into sets. And we 
could find freak stones like green diamonds, red sapphires 
and blue rubies, if you wanted.” 

“Sure,” Jim told him. “I don’t care much what they 
are, as long as I get 30 different sets. Say, as a starter I 
think I’ll have you make me a “Transportation Set.’ I’ve 
been in the railroad business almost 40 years, and it’s time 
I celebrated it.” 

This Transportation Set was the one which was des- 
tined to cause more comment than all the other Brady 

(Turn to page 58) 
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Desert transportation 
represented by the 
camel tie clip (above) 
was a prominent part 
of the set—the pocket 
book clasp at the left 
was greatly admired. 


The four cuff links in 
the transportation set 
were a tank car, a hop- 
per car, a gondola car 
and a coal car. One set 
is shown at the left- 








Diamond Jim’s Jewelry 
(From page 57) 

jewels put together. Only Diamond Jim could have con- 
ceived it, and no one else could have worn it without ap- 
pearing so ridiculous that he would have been laughed into 
seclusion. (This set was recently exhibited in the window 
of Black, Starr & Frost-Gorham, Inc., at 48th St. and 
Fifth Ave., New York, and caused unusual comment. ) 

Every animal and every appliance concerned in the busi- 
ness of carrying men and goods became its subject, says 
Mr. Morell. Even mermaids were worked into the 
J. B. B. monogram that was a part of each of his sets. 





When the whole thing was completed it held 2,548 dia- 
monds, 19 rubies and 4 olivines in it. 

There was a ring in the shape of an engine wheel, with 
a centre diamond weighing 10 carats surrounded by 42 
smaller diamonds. ‘There were three scarf pins, a horse’s 
head, a game cock, and a small wheel. The watch had a 
diamond and ruby donkey on it; the tie clip was a camel; 
the pencil was a steamship. One shirt stud had a bicycle 
of 119 diamonds, the other an automobile made of dia- 
monds and rubies; the four cuff links were a tank car, a 
hopper car, a gondola car and acoal car. The five buttons 
for Jim’s Vest were animal’s heads ; the combination button 
was a rooster in acircle. The initial B button was an air- 
plane; the collar buttons were single large diamonds; and 
the Brady eye-glass case was decorated with a locomotive 
containing 210 diamonds. His pocketbook clasp was a 
railroad car, and finally, for no very good reason except 
perhaps a paucity of ideas, the belt buckle of the Trans- 
portation Set was a lion and tiger rampant ; 546 diamonds, 
2 rubies. 

Jim paid $105,000 for this set and considered it cheap. 

His other sets followed in rapid succession. Since there 
were not enough precious and semi-precious stones to make 
30 different sets, Jim compromised with combinations of 
various sets. 

For instance, his Racing Set (worn only at the races) 
was rubies, sapphires and diamonds, the red, white and 
blue colors assigned to him for life by The Jockey Club. 

Then there were a pearl set, (a cat’s-eye sapphire set, 
a marquise diamond set, a trefoil set, a star sapphire set, a 
black opal set, a Napoleon set (made up of diamonds which 
had belonged to the Emperor Napoleon), a colored sap- 

















For those who are looking for the very best, the ex- 
ceptional in cultivated pearls, we introduce the new 
“Queen of the Orient”: 


An exclusive assortment of single “Queen of the Orient” 


South Sea Cultivated Pearls to match expensive oriental 
pearl necklaces, or for other purposes. Sizes up to 100 
grains. Prices from $250.00 to $3,000.00 for each pearl. 


We also carry a full line of the ordinary cultivated 
pearl necklaces from $10.00 to $100.00. 





Star Sapphires 


STAR RUBIES — CATS 
EYES — ORIENTAL SAP.- 
PHIRES both loose and 
mounted. 

We import direct on a large 
scale from our offices in 
India and the Orient, be- 
cause of this fact we are 
able to offer our merchan- 
dise at the right prices. 
Inquiry invited. 





wan 


EVERYTHING IN GENUINE ZirCons 


PAPAZIAN BROTHERS Inc. 


Direct Importers 


580 Fifth Ave., New York. 


Antwerp, Colombo, Bangkok, Shanghai, Kobe, Singapore 


Branch Offices: 








GENUINE 


ZIRCONS 


WHITE - BLUE - RED - BROWN 


Round and Emerald Cut 


JAMES A. DRILLING CO., 87 Nassau St., N.Y. 











Know Your Merchandise 


“GEM-STONES,” by G. F. Herbert Smith, gives a clear, 
concise, but very comprehensive survey. of the various 
precious and semi-precious stones used for ornamental 
purposes. Written in a most interesting and instructive 
manner by an Assistant Secretary of the British Museum 
and a world authority, it presents the history and tech- 
nology of gems, tells what they are, where they are found, 
how they are fashioned, and how they may be dis- 
tinguished. 

It offers the jeweler and his clerks an excellent means of 
fully familiarizing themselves with this interesting subject, 
and provides the answers to many questions asked by cus- 
tomers. Fully indexed, it makes an excellent reference book. 
Over 300 Pages; many tables, plates, and illustrations. Price 
$3.00. Order your copy today from— 


THE JEWELERS’ CIRCULAR 
239 West 39th St. New York, N. Y. 








58 


THE JEWELERS’ CIRCULAR 
for November, 1934 





wens 





ERE eee 





phire set, a garnet set, a sporting crystal set, a topaz set, the most beautiful thing in the world. As he said on more 


an abalone pearl set, an amethy st set, a moonstone set, a than one occasion when his more fastidious friends remon- 
coral set, a United States coin set (made up entirely of old strated: “You fellers can talk all you like about what’s 
and rare gold pieces), a sardonyx set, an amatrice set, an done and what ain’t. As for me, I’ve always noticed that 
imperial jade set, a thompsonite set, and a plain white set them as has ’em wears ’em!”’ 
(linen with diamond ornamentations). From the appendix of Mr. Morell’s work, we get briefly 
Each of these sets was complete in every detail. Each listed the value of the 30 sets which he used day by day 
had its own watch, an Audemars Piguet, one of the two as follows: 
finest makes in the world, and was composed of ring, scarf (nn One eee mes Dare Torre $87,315.00 
pin, tie clip, watch chain, pencil, shirt studs, vest buttons Pearl Set ...... 2+. ee. sce ees e eee eee cees 79,553.75 
(5), combination button (underwear), initial B button, Ruby 9 eaaiaas seitihsageinditns an aad ticatiais pret 
collar buttons (2) belt buckle, eye glass case, “J. B. B.” posi “a cichtgn asks ticaiet sce 30,840.00 
monogram case, pocketbook clasp. ET a ee 
Jim also had huge leather cases designed, one for each Marquise Diamond le Nin 7 Se 38,257.50 
set. These were left with his jeweler, and each morning Racing Set ......... 06+. ..ee-seeee see ees ++ 10,737.50 
at eight a messenger arrived in a cab at the house on 86th arin $105,000 for hctad is) -29008. 33 
St. with whatever sets had been ordered for that particu- BS poe sane heel — ceccsssee 16,422.50 
lar day. Sometimes, when Jim’s plans called for six or ee NS &s6550 956 0iro xonnins ea 21,815.00 
seven changes during the day, additional sets were rushed Black Opal Set ...... ctencesercenecess sce Me 
to his office. Jim paid a hundred dollars a month for this EDs << x0 2250308 sigh da isis nies manpage 
service, and often, when he was feeling jovial, gave the a fe ce ncn age = wt eg oe yin 
jeweler’s boy the equivalent of two or three week’s salary Initial “B” Set... occ cece, 6937.50 
for a tip. Calased Gapgllee Get. cn. ce sceccsvesccegs 5,312.50 
When the 30 sets were completed there were more than Garnet Set .........-.-.- esses eeeeeese++ 5,210.00 
twenty thousand diamonds of varying size and shape in- — “a ill al aaa SAE skh cy pe tie 
cluded. No one ever bothered to count the colored stones, frst ye ei ee ae 3,834.00 
but there must have been at least six thousand of them. Rie DI 6 55 5 ciais a cnusdandsnwschenss conn 
And as Jim proudly swaggered his way through life, his Moonstone Set ................-----e+e--+ 1,886.00 
enormous gems glittering and flashing with every move, Coral Set... .ce eee eee eeeeeee reese 440.00 
one could understand his pride of ownership. * fessor cinta dieitin smsaiaie alk niles eatin 
Such a spectacular display may not have been in the pate ont ome 
best possible taste, but according to Jim’s standards, it was (Turn to page 109) 
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Jades Baroque Pearls Lapis Lazuli Pyrites Bone-Screws Amber Chrysophrase Coral Spinel Ruby 


Aquamarines Cultured Pearls Rose Quartz Gold Stone Rubellite Turquoise Moonstone Emeralds Azurite 
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LATE GEORGIAN 


Every month 3,950,000 messages of 


Gorham Sterling go into worthwhile homes 


What a 
stantly is being exerted by Gorham 


tremendous force con- 
advertising to send customers to your 


store! 


Month after month they see the 27 
Gorham patterns . . . the greatest se- 
lection of sterling patterns in the 
world . . displayed in Vogue, Harper’s 
Bazaar, Good Housekeeping, and 


House & Garden. They see the latest 


Chatham 


Orhaum 


STERLING 


Lhe GORHAM @ 
Bovina, Kurd i oe 183) 


AMERICA’S LEADING SILVERSMITHS 


6 W. 48th St., New York City 
10 S. Wabash Ave., Chicago 
140 Geary St., San Francisco 


Cinderella 


Mothers 


Gorham Sterling successes pictured 


also in Cosmopolitan. 


They are helped toward a choice 
of their favorite sterling pattern even 


before they enter your store. 


This is what goes on in season and 
out of season, helping you to create 


Give Gorham 


Sterling prominent display, for larger 


year-round volume. 


sales . . . increased profits! 


King Madam 


Colfax Covington Edgeworth Florentine 


St. Dunstan 


Princess, 
Plain 


Paris Plymouth Pat 





George 


Chased Shamrock V 


Lansdowne Jumel 





Sheaf of 
Versailles 
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Silverware is given the most 
prominent place in this Busch 
Jewelry Co.’s store in Brooklyn. 





“We Feature SILVERWARE 


Displays’ Says Mr. Dunn 


Silver is the 


perennial gift. The bride cherishes it, the matron con- 
siders it the basic element of the gracious art of hospitality. 
There are few things more important to the homemaker 
than that symbol of her good taste—her silverware. The 
acquisition of fine silverware is one expression of civilized 
man to live more easily and to surround himself with 
lovely things. It is one way of bringing beauty and ar- 
tistry into the home; well designed and executed pieces 
of silverware bring pleasure and comfort to the cultivated 
woman. 

In entertaining at bridge, at tea, at dinner, at supper 
the hostess prefers to express her individuality with silver- 
ware of her chosen pattern. 

“Five or six designs seem to be fashionable at one 
time,” said Harvey D. Dunn, manager of the Busch 
Jewelry Co.’s store at 573 Fulton St., Brooklyn, N. Y. 
“This is mostly apparent in the sale of flatware. We cater 
to this desire for definite patterns by displaying the num- 
bers in demand. However, women like to make a complete 
collection of one design and for this reason any of our 
patterns can be added to 20 years from now. For even 


THE JEWELERS’ CIRCULAR 
for November, 1934 


61 


though the current modes may change, the style in silver- 

ware is lasting if it expresses the taste of the owner. 
‘The selling of silver flatware and hollow ware must 

be carried on by constant advertising,” declares Mr. 

Dunn. “The silver in this store is displayed in the most 

prominent position—in the front of the store, for that is 

where the attention of the customer is first attracted.” 

(Turn to page 65) 


“We do not try any trick 
advertising schemes. We 
have found that newspaper 
space and attractive displays 
bring desired results. A spe- 
cial circular is used to pro- 
mote Christmas trade.” 


—Harvey D. Dunn 














Would you like to own 
be wear this Magmificent Ua at your Wedding? Lt will 





be given to the young woman who writes the best letter. 
Whe will gladly tell you abuit it. 








--- ABOUT THE BIGGEST MERCHANDISING IDEA IN STERLING 


one RN gO a ee 


And ...the trade is talking about Rose Point, the altar, the solemnity of marriage vows, 
too. Let’s use actual comments in this advertise- the placing of a band of gold on my third 
ment. Here is what a leading St. Louis jeweler finger, the long rose point veil enveloping 
had to say: me as I leave the church, the best wishes of 


friends, the hurrying away home for the 
bridal breakfast, and then the grand climax 

. . to find among my gifts a complete set 
of Rose Point silver.” 


‘“‘We feel that the method of merchandising 
this new pattern was very well carried out 
and we anticipate a great deal of public 
interest both from your national advertis- 
ing in connection with the thousand dollar 
veil and also from our own local window.” 


On a re-order of a southern jeweler came this whe hone Ls the statement of 


remark, “It’s clicking, of course!” . 
— a a a 
THE LADIES SAY... ‘‘When I first saw Rose Point, I knew that I 
O . a, had at last discovered the silver which would 
Me WSS WELLES: answer my silver problem. I showed the 
“Rose Point, the very word means tome... pattern to my friends and their praise finally 
wedding plans, the strains of Lohengrin, the convinced me that I was right in my 
fragrance of orange blossoms, the walk to preference.”’ 
WALLACE, Silversmiths 
W ALLIN GF OR D . (eam &t TtceT 


Oates Ber....Contest Closes 
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' SILVER BUL LLION 


| SECRETADY OF THE 
TREASURY, 
~ MR. MORGANTHAU, 
TS QUOTED AS FOLLOWS 
IN AN ARTICLE IN THE 
| NEW YORK TIMES- 


nd 
* What we want isa rise in the 
of silver, but we dont 


haapen would be to have siver gp 
: Op ad then have acaapse 
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Window display at the store of C. M. Hay, Coshocton, Ohio, based on the increasing price of silver bullion. 


Chart the Way to More Silverware Sales 


tie rise in the 


price of silver bullion and its attendant publicity looks like 
the best break the jeweler has had in years. 

1. You know the price of bullion is going up. 

2. You know that this will affect the price of all 
finished products made of silver. 

3. Price rises of the finished product will lag some- 
what behind the rise of bullion. 

4. This gives you a chance to sell your present stock 
at full market prices and immediately reorder before 
advances can be made. 

5. The investment possibilities of silver should bring 
many new customers into your jewelry store. 

A small chart, showing the trends of silver bullion 
from 1925 to 1934, was recently distributed to the jewelry 
trade by one of the New York gold refiners.* A state- 
ment by Mr. Morgenthau, Secretary of the Treasury, 
and an explanatory letter were included. 

Using this information as a basis, have a large copy 
of the chart prepared for use as a background for a silver 
display. ‘This will dramatize the silver situation and 
furnish one of the most effective selling windows you 
have ever tried. Have your chart drawn large enough 
that it can be easily read from the street, and copy the 
statement by Mr. Morgenthau and the explanation as 
follows: 


“SECRETARY OF THE TREASURY, Mr. MorGENTHAU, 
As Quorep As FoLLows IN AN ARTICLE IN THE 
New York TIMES 


“What we want is a rise in the price of silver, but we 
don’t want a sensational price rise, because the worst 
thing that could happen would be to have silver go up 
and then have a collapse. 

“As it goes up, it will stay there. 


* Handy & Harman. 


We don’t want 
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a repetition of last summer when there was a tremendous 
speculation in commodities and a reaction, and set the 
country back six months.’ ” 


“JUDGE FOR YOURSELF” 


“Through legislation just passed, silver is again an im- 
portant part of our money system. Under the new law, 
the Treasury Department is directed to buy silver until 
it acquires 1,300,000,000 ounces, or until the price reaches 
$1.29 per ounce. The chart shows that this is far above 
any prices that prevailed during the last ten years. 

“Today the price of silver is about 53c per ounce. What 
will it be a month from now .. . six months from now? 
In the opinion of some authorities there is very little like- 
lihood of our Government being able to buy one billion 
three hundred million ounces of silver. 


l; this is so, and 
the provisions of the law are carried out, the Government 
will in effect have to steadily increase the price of silver 
as indicated by the statement by the Secretary of the 
Treasury, Mr. Morgenthau.” 

A complete showing of sample pieces in each of the open 
stock patterns of flatware should be displayed on a center 
plaque. This gives a variety without crowding the dis- 
play. 

A few choice pieces of hollowware should be shown. 
Wise investors will consider all types of silver. 

No attempt need be made to arrange a correct table 
setting, as this is to be a selling display rather than just 

“pretty window.” 

People know how gold advanced. Let them know what 
silver is going to do. Tell them and you'll sell them. 

Shortly after the showing of the window in the Hay 
store, to take advantage of the publicity that is being given 
to silver, The Sterling Silversmiths Guild cooperated 
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Che Pairpnint Corporation ee a 


Nem Bedford, Mass. 150 Post St. - - ~ - - San Francisco 





Gifts of Distinction 
MODERATELY PRICED 


Your customers will be interested in these NOVELTIES. JUST WHAT THEY 
ARE LOOKING FOR, for those WEDDING and HOLIDAY GIFTS. 


PLATE, WIRE, TUBING 
SILVER : 


MAN UFACTURERS — Platinum 














A. P. W. STERLING Iridium-Platinum 

is high in quality as to uniformity of alloy- 5°, and 10%, 

ing, rolling and annealing for spinning, 

stamping, pressing, hammering, casting or Hard Platinum 

soldering work. Our entire manufacturing No. 514 Alloy 

process is under scientific control to pro- oe 

duce the right stock for your type of work, No. 95 Alloy 

whether Flatware, Hollowware, Novelty, 

Artwork or Jewelry Manufacture. We fur- , 

nish Sterling silver in any form as Plate, jor euary anmgucnaing Sonar. 
Sheet, Strips, Wire, Circles, Squares. Sol der aeiclldiithoeaes Ga ie ries 
A. P. W. SILVER ANODES Soovialiowongs «avenge fata, ation 











based on pure electrolytic Silver. In all 
sizes, evenly annealed (fine grain). 


We gladly invite your inquiry. 


THE AMERICAN PLATINUM WORKS 
N. J. R. R. AVE. AT OLIVER ST. 
NEWARK, N. J. 


A. P. W. SILVER SOLDER 

Plate, Sheet, Wire, Filings. We offer all 
our standard grades to suit your various 
uses. 
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with Handy & Harman in making available for the use 
of the jewelers throughout the country a unique and 
extremely interesting window display. ‘The accompany- 
ing photograph gives little idea of its real attractiveness. 
Besides the chart and sales message, it shows silver ingots, 
silver dollars, sheets of silver, and appropriate cards. The 
jeweler’s own stock of flatware and hollow ware rounds 


out the display. 
There are 30 of these complete displays now being 


% 





Window display prepared by Sterling Silversmiths Guild 


routed around the country, and while the complications 
involved in keeping them moving render it impossible to 
offer the window display to any one jeweler for any 
particular period, yet the Guild announces that they will 
gladly consider applications from jewelers for its use. 

Around the main theme carried in the window display, 
the Guild has also prepared and offers to the jeweler 
other sales helps in the form of attractive window cards 
reproducing the chart shown in the display, advertising 
copy, envelope stuffers, suggested letters to customers, 
etc. Any or all of this material can be appropriately used 
either in conjunction with the showing of the window dis- 
play or as a distinct undertaking. 

Applications for the display and the sales helps are to 
be addressed to the Sterling Silversmiths Guild of Amer- 
ica, 20 West 47th Street, New York City, and all requests 
will be honored as soon as possible. 

Two prominent Pittsburgh, Pa., retail jewelry houses 
have been using the display during the past month. 





‘“‘We Feature Silverware Displays” 
(From page 61) 


One window of this busy jewelry store is always de- 
voted to a display of silver. Liquor sets, tea services, 
urns, pitchers, trays, picture frames form the background, 
while flat silver in various patterns are displayed in the 
foreground. Inside the store several showcases are given 
over to the stock of silver. Framed printed matter and 
cartoons that tell curious and interesting facts about silver 
in the manner of Ripley are used in the window and on 
top of the showcases to attract the interest. 

“We do not try any trick advertising schemes like 
treasure hunts and so forth,” said Mr. Dunn, “because 
we have discovered that straight advertising in the news- 
papers accompanied by attractive windows and well-ar- 
ranged showcases bring in the best results. We concentrate 
our direct mail advertising,” he concluded, ‘‘on Spring 
and Fall circulars and a circular at Christmas time.” 
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Preferred by Those Who 
Appreciate Fine Things 


STIEFF Silver satisfies the class of 
trade which longs for the really fine 
things . . . the beauty, quality and value 
of Sterling Silver made only by master 
craftsmen. Stieff Silverware arouses a 
desire for possession—an impelling 
urge—which means greater sales for 
authorized Stieff Agents. 


Mirror Finish 
Steel Blade 


Stieff uses only a 

“Mirror Finish” on 

finest quality stain- 

less steel blades al- 

though it costs 

more than unsight- 

ly grey finish blades. 

<1 
Note how blade 
and handle are sol- 
dered together ... 
the finest method 
known today. 
‘‘Guaranteed 
Forever.” >> 


_— 
The handle is “‘hol- 
low,” requiring no 
reinforcement. The 
silver is heavy. Hit 
it here with a pencil 
and hear it ring. 


The handle is 


“hand chased” on 





the sides . . . mak- 
ing a real finished 
knife. 
<_« 

8 


Franchises Available 


Stieff agents are restricted to one lead- 
ing jeweler to a city. In a certain few 
localities there are still opportunities 
for quality jewelers to qualify for a 
Stieff franchise. 


Be prepared for increased Fall and 
Christmas buying in the “Quality” mar- 
ket. If your city has no Stieff agent, 
write today for full details. 


THE STIEFF COMPANY 


Makers of Sterling Silver and Solid Gold Since 1892 


Wyman Park Driveway at Druid Hill Park 
BALTIMORE, MARYLAND 
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No. 979 


The 


Fumeless 
Streamline 
Smoking 
Stand 











— REPEATS FROM EarLyY FALL 
SaLES Prove No. 979 RIGHT. 
StyLep Ricut - Burt Ricut - Pricep RIGHT 
RIGHT FOR CHRISTMAS SALES AND PROFITS 


HIS handsome smoking stand breathes the very 
atmosphere of modernity. It has proved to be one 
of the most popular smoking stands we have ever 
introduced. It is a Christmas natural and we urge you 
to place with us at once your Christmas stock orders. 


Less Than Dozen 
Dozen Lots Lots 
Black with Chromium Tray..... ones $2.50 
Chromium with Black Base........... 3.75 3.50 
PSUR. FS. socineaecirwnrecuinen 5.00 4.70 


(With Match King Lighter—15c. extra.) 


HE No. 979 Streamline stand is smokeless and 

fumeless. Built with heavy base of 9 in. diameter. 
Generous ash tray equipped with recess for paper 
matches (or for Match King Lighter); automatic ash 
release to receptacle below, removable bowl for quick 
disposition of contents. 


On Display at Our Permanent Show Rooms 


San Francisco 
126 Post Street 


Chicago 
1592 Mdse. Mart 


New York 
200 Fifth Ave. 


THE BrapLEy & Hussarp Mec. Co. 


Meriden, Connecticut 
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Credit for Those Who Prefer It 


(From page 51) 


policy, with certain modifications, ever since. The first 
of these problems was: How will our customers react? 
As recalled by Mr. Gelula, their first thought was that 
“to come out suddenly and scream, ‘Now we're credit 
jewelers,’ would bring the instantaneous reaction that we 
had cheapened our store.” ‘‘Also,” he said, “many people 
think that the prices of credit stores are of necessity 
higher. We had to-plan the presentation of the idea so 
as to overcome in so far as possible any feeling that 
Friedeberg’s, the best jewelry store in South Jersey (in 
our opinion), had suddenly gone ‘sour.’ We wanted to 
make the change without any ‘stir,’ or rather, with the 
kind of ‘stir’ that would get over the thought that we as 
jewelers were now offering an added convenience, instead 
of making people feel that we had deserted the jewelry 
business for the ‘terms’ business. ‘Therefore, we chose 
the adjective ‘confidential’ to describe our credit plan, 
and reiterated the idea that our policy, now, as hereto- 
fore, was to offer quality jewelry, but with the added 
advantage of cash or credit payment. And we stressed 
the idea that in both cases the price was the same.” 

The full page ad was followed by three or four others, 
in half and quarter page sizes, carrying out the idea of the 
announcement with such headlines as “An Old Firm with 
Young Ideas!” followed up with the credit story in small 
type. Each ad carried the slogan of the store, and in most 
cases a particular item of popular appeal and moderate 
price was featured. ‘Thus these announcements embodied 
both institutional and merchandising appeals. Before the 
change in the store’s policy took place the advertising had 
been almost entirely of an institutional character. With 
the advent of credit selling, once the new policy was thor- 
oughly publicized, every ad was put to work at direct sell- 
ig of particular articles, with the prestige element, while 
never absent, modified to a slogan. 

Mr. Gelula, as soon as he had made up his mind to the 
change, engaged an experienced credit manager to control 
that end of the business. Entirely new books were set up, 
as it would have been fatal to attempt to sell on credit 
without the machinery required for accuracy and efficiency. 
Great care was taken to prevent any apprehension on the 
part of the customer being interviewed when opening an 
account that he was being put through a “third degree.” 
Interviews are arranged through the salesman who invites 
the customer to go through the “formality” of opening an 
account. Nothing is said which might in any way em- 
barrass the customer and the typical investigation which 
follows the interview is studiously avoided. Thus part of 
the “confidential” aspect of the plan is fulfilled. The cus- 
tomer receives a card entitling him to “the full privileges 
of credit service at Friedebergs’,” and is also presented 
with a small “pass book” resembling those used by savings 
banks in which a record of his purchases and payment is 
made. ‘The pass book bears this copy: ‘““You can own the 
finest jewelry and never feel the cost.” The installment 
plan involves a minimum weekly payment of $1 with a 
maximum of 20 weeks to pay. 


Wuat Op Customers THouGHT ApouT IT 


Friends, customers and business acquaintances often 
would ask Mr. Gelula why he had made this change. To 
(Turn to page 71) 
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Trend 


(From page 49) 


ment and wedding announcements by telephone and per- 
sonal call, work in the stationery and silver departments, 
and develop complete files of data regarding pattern pref- 
erences and patterns which customers have already, record 
birthday and anniversary dates and other facts about 
customers it is helpful to know. 

The selection of East Orange as the location of the 
branch store was made, said Mr. Talbot, after a careful 
study of present and anticipated buying power in that and 
the surrounding territory. He pointed out that the trading 
area of which East Orange is the center is larger, from 
the point of view of total incomes and population, than 
New York City when, in 1810, Isaac Marquand founded 
the store at 166 Broadway, near Maiden Lane, destined 
to grow to the proportions of the firm which for years was 
known as Black, Starr & Frost. 

As an example of the purchasing power in East Orange, 
Mr. Talbot revealed that one study showed a single street 
running from Central Ave. one block to the railroad 
station has on it 1000 families paying an average of $125 
rent per month. “In the last 15 years,” he said, ‘East 
Orange has become an apartment house town, more so 
than the surrounding communities. This indicates that 
people who have lived in New York are moving out here 
and taking apartments to avoid the bother and responsi- 
bility of a private home. The area from which we draw 
our customers is, I believe, richer in per capita wealth 
than any other territory of similar size. Another advan- 
tage is that practically all the main roads of this locality 
converge to and intersect in East Orange. It forms the 
natural center for about a half a million people (not 
counting Newark), a remarkably large proportion of 
whom are excellent prospects for the jewelry store. It is 
significant in this connection that two of New York’s 
leading department stores have opened shops in East 
Orange. Another index is found in the fact that the 
Woman’s Club of the Oranges is one of the strongest and 
most aggressive women’s social organizations in the coun- 
try. Such an organization as this, with its 1200 members, 
is always an indication of a large market for merchandise 
of personal adornment and enhancement of the home. 

“From the first, I have been optimistic about the suc- 
cess of this store, and I can say that, from the business 
which we have done since we have been open, my expecta- 
tions have been more than fulfilled,” declared Mr. Talbot. 


The Front Cover 

Thanksgiving dinner is perhaps the most family of all 
family occasions. Extreme formality is very much out 
of place, yet too little formality belies the importance of 
the event. Here is a setting for a family Thanksgiving 
dinner which is dignified but not luxurious, formal yet 
not stiff. An Jrish linen damask cloth in old ivory sets 
thé tone of the table. A well-fed turkey rests among 
autumn leaves and chrysanthemums, and burnt orange 
tapers add a note of formality. 

The glass, china and silver is the Deauville pattern 
from Oneida Community Ltd., and the Irish linen cloth 
from the Old Bleach Linen Co. The photograph is by 
Frederick Bradley, New York. 
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(Christmas Gifts... 


of ‘Distinction . . 
for the Jeweler . . 











Decanter Holder No. 1004— 
0 oz. Crystal, Blue or Ruby 
bottle with crystal stopper. 
Height 11%”; Base 4” Diame- 
ter, at $2.40 with Crystal De- 
canter. $2.60 with Blue or 
Ruby Decanter. 


12 handsome Decanter and 
Tantalus sets created by 
Bradley & Hubbard for the 
holiday market in Chro- 
mium, and in Silver. With 
domestic decanters in Crys- 
tal, Blue, Ruby, and Green. 
Also with imported hand- 
cut Crystal decanters. Do- 
mestic decanters may be 
had either plain, etched, or 
with rhodium deposit, in- 
dicating Rye, Scotch, Bour- 
bon, and Gin. Prices range 
from $2.40 to $24.00 net, 
f.o.b. Meriden. 


Right here at your elbow is 
an opportunity for Christ- 
mas profits for which there 
is no substitute. 


Last MINUTE CHRISTMAS CALL 
FOR THESE BEAUTIES... . 


Twin Decanter Holder No. 1054; with two 20 oz. 


Imported Crystal 


Hand - 


Cut Decanters; Height 


11%”; Base 1014”; Finished in Chromium or Sil- 


In Chromium: $12.00 each. 
In Silver Plate: $13.20 each. 


ver Plate. 





PERMANENT DispLay Rooms 


NEW YORK 
200 Fifth Ave. 


CHICAGO 
1592 Mdse. Mart 


SAN FRANCISCO 
126 Post Street 


The BrapLeEy & HusBarp Mre. Co. 


MERIDEN 


CONNECTICUT 











EXCEPTIONAL VALUES 
IN FINE STERLING 


Announcing 


Our Appointment 


As Wholesale Distributors 
for 
ONEIDA COMMUNITY, LTD. 
and 


INTERNATIONAL SILVER CO. 


With the inauguration of the new dis- 
tribution policies of the above mentioned 
manufacturers we are pleased to an- 
nounce to the Retail Jewelry trade that 
we have been appointed distributors and 
are ready to take care of their require- 


ments for COMMUNITY AND TUDOR 





Buyers are fast discovering what we know to be the fact—that 


these items represent the utmost in the silversmithing art. They PLATE, INTERNATIONAL STER- 
are truly outstanding values—from the standpoint of beauty of LING, 1847 ROGERS BROS. AND WM. 
design, substantial weight and traditional Dimes craftsmanship. ROGERS & SON lines 

The No. 95 After Dinner Coffee Set retails for $50. Separately, ; 

the sugar and creamer, $12.50. The No. 97 Tray, for $37.50. Write For Our Catalog No. J. C. 123 


The No. 358 Sandwich Tray, 914” diameter, sells for $10. The 
following items in the group carry the same delicate lacy piercing 

and embossing: No. 360, Bowl, 914” diameter, $12; No. 359, Com- N SHURE CO 
pote, 6” diameter, 334” high, $7.50; No. 357, Bon Bon, 614” diame- - ” 


ter, $5. All prices retail. Your orders will be shipped promptly. < 
Richard Dimes Co., 72 K St., Boston, Mass. sie Adams and Wells Streets, Chicago, Til. 








APPROVED 
DISTRIBUTORS OF 


COMMUNITY 
PLATE 
AND 
TUDOR PLATE 
FLATWARE 


AS ILLUSTRATED IN OUR 
NEW 1935 CATALOG 


e@ 
AISENSTEIN and GORDON 
D bas BRIDESMAID INCORPORATED 
BY agi 
1 | D 712-714. SANSOM STREET 
sapuriate Dl » E Kk Ss IR'SH PHILADELPHIA 


STERLING ANTIQUE 
72K STREET + BOSTON, MASS. 
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Adam Style of Decoration 
(From page 41) 


surface absolutely clean and smooth, was placed in a fur- 
nace and on the block was a plate of silver a quarter of 
an inch thick and somewhat smaller in area with a face 
equally clean and smooth. At just the right temperature 
the silver and soft copper fused together. ‘Then the 
block was removed and passed through iron rollers until 
it was reduced to the desired thickness. With periodic 
cooling and reheating to anneal it, such a block with the 
silver fast to the upper surface became a large sheet of 
thin copper plated with a layer of silver. 

The popularity of Sheffield plate received a further im- 
petus by governmental need for added revenue. ‘This was 
raised in the usual way. A tax was levied in 1784 on all 
silver plate. This term connoted pieces made entirely of 
silver and should not be confused with the modern mean- 
ing. ‘That the tax had been paid was shown by a new 
hall-mark, the sovereign’s head included with the others 
indicating date and maker. 

This naturally increased the cost of plate materially, 
especially as the rate grew in proportion as the need of 
added revenue made the government more grasping. And 
automatically more and more people turned from buying 
pieces of silver to those of Sheffield plate. 

But the Sheffield plate makers were not content. They 
wanted bigger markets still and wanting them, wooed 
them just as did the English potters. They issued trade 
catalogs illustrated with fine copperplate engravings of 
their standard pieces. The accompanying text was in the 
language of the market they sought to reach, be it English, 
French, or what will you. With these foreign trade 
catalogs they gained a wide market in various sections of 
the world. Whether, like some of the potters, they had 
representatives resident in foreign lands is not a matter of 
record, but it is known that they sold their wares through- 
out Europe and in America both before and long after the 
Revolution. 

Other mechanical ways by which silver could be applied 
to a base metal came and went, but Sheffield was not 
seriously affected by them until the process of electro- 
plating was discovered and perfected. "The ease and 
cheapness of the latter rapidly rendered the old method 
obsolete and within a few years practically all production 
of Sheffield plate was a thing of the past. 

This also marked the beginning of the early Victorian 
period and so for the most part one does not find pieces 
of Sheffield in the Victorian style. In fact, Sheffield plate 
was only used as a medium during the Adam period and 
its successor, the Regency. True, collectors hold that the 
finest specimens are limited to the Adam years. 

These include besides teapots and coffee pots, other 
pieces already referred to in a wide range of domestic 
silver. ‘There were beautiful candlesticks and candelabra, 
platters and salvers of all kinds, a wide variety of serving 
dishes, many of them equipped with a compartment for 
hot water, still dear to the English heart. There were 
salt dishes, coasters for decanters, decorative pieces for 
the center of the dining table, to say nothing of small 
items like ink wells, snuff boxes, and buckles for shoes and 
breeches. ‘These were made in quantity and in a style 
never excelled and seldom equalled in the history of design. 

(Published through the courtesy of the American 
Collector.) 
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FIRST 

- . . on the Nation's Christmas Lists 

ELGIN — items * 1934 page > 
wi e practical one ifts like Elgin 

WATCHES Watches that give op service the 


year ‘round. Elgin has prepared a com- 
plete new line for the holiday trade 
—a line of unusual appeal and 
wide variety. 



















Just a 

few of 

the smart 2653 (nat- 
ural) 2 

numbers (white) —26/0 


size 7 jewel 
movement. 10 
karat gold 
filled case. 
Black silk 
cord. 

List Price 


$37.90 


You'll want 
to see the 
complete 
line 


gold 
plate case. 
List Price 


$26.00 


1241—18/0 
size 15 jewel 


$42.90 


We are prepared to supply immediate service on your gen- 
eral needs. Consider these profitable lines for your Christmas 
business and let us serve you. 


JAMES J. BURKE CO. 


9th and Olive St. Saint Louis ! 


Distributors of 


COMMUNITY PLATE 


and 


TUDOR PLATE 





A service for six in Com- 
munity Plate (King 
Cedric design illustrated) 
packed in the new Caineo 
cift case—style with mod- 


ern distinction and a 
rich effect of carved Ivory 
and ebony—jewel, glove 


or handkerchief case. 














We Endorse With Pleasure the 


CONTROLLED DISTRIBUTION 
PLAN 


as announced by 
ONEIDA COMMUNITY, LTD. 


featuring 


COMMUNITY PLATE 
and TUDOR PLATE 


Because we believe that today Oneida 
Community, Ltd., is offering the re- 
tail jeweler one of the finest merchan- 
dising opportunities in the market. 


The combined appeal of beautiful 
patterns, fine quality, and definite 
savings cannot fail to make sales 
records soar. 


As one of the selected distributors 
we offer our complete stock and 
trained facilities for efficient service 
to wide awake jewelers who wish to 
take advantage of the sales impetus 
the new Oneida Community Plan 
will bring to business. Let us cooper- 
ate with you. 








14 Maiden Lane 
New York 


ILVERW ARE 
INCE 1869 





J. W. JOHNSON | 


1 W. 47th St. | 





| 





aa 


An approved Controlled Distributor 





for 


OneEIDA Community PRopwcts 


WE are proud to be distributors 

_ of Community Plate and Tudor 
Plate. We would be glad to have 
you consider us your headquarters 
for this fine merchandise, and 
pledge faithful attention and 


prompt execution of your orders. 


Complete stock carried at all times 


ALEX. SABIN & SONS, Ine. 
WHOLESALE JEWELERS 
20 East Broadway New York, N. Y. 


I 

















We Are Proud to be Distributors 
of 
COMMUNITY PLATE and TUDOR PLATE 


It is a well known fact through- 
out the trade that you can always 


get it at Luria’s. 


We carry a complete stock in all 


patterns at all times. 


Send for our latest 
36th Anniversary 
Holiday catalogue. 


L. LURIA & SON 


Approved Distributors of Community Plate 
623 BROADWAY NEW YORK, N. Y. 


Thirty-sixth Year of Service to the Jewelry Trade 
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Credit for Those Who Prefer It 


(From page 66) 


all such inquiries the answer was made that “Present eco- 
nomic conditions have brought about many requests from 
customers for credit—and in order to meet this demand 
at the same time, systematically, we have 


” 


graciously and 
evolved this plan for the convenience of our patrons. 
This answer was effective because it was the obvious truth, 
-and although this desire on the part of the people of 
Atlantic City in many cases may not have been verbally 
expressed, still, that the desire was there is proved, as Mr. 
Gelula says, “by the fact that the major portion of our 
regular cash customers now, after three years, take advan- 
tage of our confidential credit plan.” 


THe “Not-Patp-For-Yetr” Girt 


“We had anticipated some objections to jewelry bought 
on credit,” Mr. Gelula related, “on the ground that no 
one likes to have it known that the gift he is presenting to 
a loved one is but partially or almost wholly unpaid for. 
To meet this condition—and we’re not very proud of the 
feeling we had at that time—we had bought a good stock 
of plain boxes without our name on them to contain the 
articles purchased by customers who took this point of 
view. However, we sold the ‘confidential’ idea so thor- 
oughly, and have since handled the delicate part of the 
business, such as account opening and investigation, as well 
as the occasionally necessary collecting, with such care and 
infinite regard for the customer’s feelings and pride, that 
to date we have not found it necessary to even suggest the 
use of one of those boxes. 

“One of the most important things that our credit pol- 
icy has done is to key up the alertness and enthusiasm of 
everyone in the store. In the first place, we are extremely 
careful to whom we sell on terms. ‘This may appear to 
contradict what I said about the method employed in start- 
ing and investigating new accounts; however, the ap- 
parently casual manner in which it is done is ‘casual’ only 
to the customer. After all, we have been in this town some 
43 years, and you get to know a lot of people in that time, 
and quite a lot about your customers, too. Contrary to 
popular belief, Atlantic Avenue merchants do not sell 
much to transients. 

“The activity of people coming in each week to pay on 
their accounts helps the mental attitude of all of us in the 
While we used to sit or stand inactive behind the 


We are 





store. 
counters, now there is always something doing. 


always busy, making new acquaintances into real friends. 


by treating them well on their weekly calls; and of course, 
this constant store traffic has in itself a twofold beneficent 
effect—it means more incidental purchases, more repairs 
(because they’re coming in anyhow and might as well 
bring that watch or pin along to be fixed), and also, people 
passing by see the activity inside and this has a drawing 
power in itself. Everybody likes to do business with a 
suceessful, busy merchant. Incidentally, every emplovee 
wears plenty of jewelry—this is a rule. 


“Qua.ity” More ImMportTaANtT THAN BEFORE 


“One popular misconception about the credit business 
—at least, it is a misconception as far as our experience is 
concerned—is that when credit comes in, quality goes out. 

(Turn to page 72) 
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The Dream of a Perfect Pencil 
Come True 











DREAM REALIZATION 


If you had your choice as to 


the qualities you would want 


THE NORMA 
PENCIL 


in a mechanical pencil to sell 
over yourcounter the list would 


probably read like this: 


se 


. A good profit to me. 
A low-selling price. 


A quality product. 


h © N 


. A wide consumer 
appeal. 


nr 


Good appearance. 
6. Mechanical perfection. 


7. A dependable and 
convincing guarantee. 





8. Many uses(four colors, 
for example, and 
handy for any man in 
any line of business.) 


9. Ease of operation. 
10. An item so clever every 
owner demonstrates it 
to his friends. 
If that’s your dream of the 
perfect pencil investigate The 
NORMA. Retails at $3.50 in 
chromium. Also available in 
sterling silver and gold-filled 
styles. If your distributor can't 


supply you write us direct. 


NORMA 


PENCIL CORPORATION 
150 BROADWAY + NEW YORK CITY 





FOUR COLORS— 
ONE PENCIL 








EVERY PENCIL BEAUTIFULLY BOXED. COUNTER AND WINDOW 
CARDS AND A CONVINCING DESCRIPTIVE FOLDER FREE 
WITH EVERY ORDER. 




















AUTHORIZED 
DISTRIBUTORS OF 


COMMUNITY PLATE 


and 


TUDOR PLATE 


Under the Plan of 
Controlled Distribution Plus 
As Announced by Oneida Community, Ltd. 


* * * * 


Our Clock Department 
Offers the following, 


WESTCLOX 


A complete line of Fine Alarm Clocks 


TELECHRON 


The best line of Synchronous Self Starting Electric Clocks 


REVERE 
Telechron motored Electric Westminster Chime Clocks 
PLYMOUTH and 


SETH THOMAS 


The Fine Old Name in the clock industry. We have a 
complete stock of 8-Day Seth Thomas spring clocks— 
strike and chime. 


JOSEPH B. BECHTEL & CO., INC. 
729 Sansom Street 
Philadelphia Pennsylvania 























BIGGARD & CO., Inc. 


3rd Floor, Clark Bldg. 
PITTSBURGH, PA. 


AUTHORIZED DISTRIBUTORS 
of 


ONEIDA 
COMMUNITY PLATE 


and 


TUDOR PLATE 


Our large stock at all times 
insures prompt and efficient 
service. 
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Credit for Those Who Prefer It 


(From page 71) 


We have to watch the quality of the merchandise we buy 
with a closer scrutiny than ever before. If an article isn’t 
up to the high standards we claim and try to maintain, 
back it comes with the customer’s blessing (?). And we 
have to make good, not merely because it isn’t paid for, but 
more essentially, because we have built the whole structure 
of our business on the idea of fine merchandise and the . 
prestige which it bears. Furthermore, when an account is 
opened with a new family, the quality of the first stone 
sold is vital. 

“Our buying policy has undergone some changes as a 
result of this all-important quality angle. Now we stick 
religiously to nationally advertised lines of known worth. 
They foster confidence. The credit jeweler is wide open 
to the implication that in offering an unknown brand he is 
jacking up price and ‘putting one over.’ Therefore, we 
practice rigid price maintenance in lines of advertised price, 
while we seek, if possible, to be low on other lines. We 
believe that in this policy we have done just the opposite of 
the ‘loss-leader’ type of merchant, who cuts known prices 
and ‘sticks’ his customers with unknown values. 


RETAINED “PHILOSOPHY” OF CASH STORE 


“Tn selling over the counter we have not permitted our 
method and attitude toward the customer to change at all 
from what it was when we were ‘cash.’ While we would 
prefer to make a credit sale because of the many advan- 
tages inherent in this type of business, we exert no pressure 
to persuade the customer to buy on this plan. Ours is a 
‘low-pressure’ sales policy. And, we don’t sell canary birds 
and vacuum cleaners—just jewelry and allied lines. How- 
ever, credit, where it is definitely desired, has made it pos- 
sible for us to sell engagement and wedding rings of a 
much finer quality than was the case under a cash policy. 
When a man comes in with, say, $25 to spend, and is not 
very pleased with what he can get for it, we are able to 
show him a $100 item which, in comparison, is irresistible, 
and his $25 is just right for a down payment. 


A Sitver LINING 


“Unusual for the average credit store, we stock plenty 
of silverware, hollow and flat. True, the sales from silver 
are not extremely profitable, nor are they unusually fre- 
quent. But silver is an integral part of the jeweler’s 
stock, and if we only sold one piece a year, we would keep 
our wall cases shining with it. It is evidence to the con- 
sumer that we are real jewelers, the one thought that the 
credit man must keep selling to his public, if he wants to 
maintain his prestige. 


Ficures TELL THE Story Best 


“And now that it’s over—the change, I mean—and we 
are satisfied with the present and hopeful for the future, 
I suppose you would like to know just what it has meant 
to us in dollars and cents. Figuring from November to 
November, the month we started selling on the credit plan, 
the experiment has shown the following results: 

Proportion of Credit 


Year Gain in Net Sales _ to Total Net Sales 
Nov. 1931 to Nov. 1932 15% 25% 
1932 to 1933 65% 40% 
1933 to 1934 85% 75% 
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: The Store Beautiful 
(From page 43) 


wishes to give more prominence, lines of merchandise in 
which he wishes to specialize. He has his own ideas as to 
the arrangement of his merchandising departments. Un- 
fortunately, when the time comes to make the changes he 
contemplates he finds his ideas too vague, or unsuited to 
the particular store he occupies. He either does one of 
two things, goes ahead with his plans trusting to luck that 
they will work out to his advantage, or he wisely calls in 
experts in store planning and equipment arrangement to 
aid him in creating a store beautiful. 

A great many things enter into the proposition when a 





Establishment of K. Mikimoto at Kobe, Japan 


new store is to be equipped, or an old one is to be re- 
modeled. The location of the store is a factor. ‘The shape 
and size of the space available is a very important factor 
in its final arrangement. The amount of stock carried 
must: be considered. Each department must be arranged 
to house just the proper amount of stock. Safeguarding 
the merchandise must be carefully considered. These and 
other details must be weighed and considered before the 
jeweler is in a position to decide upon the type of beauty 
to be given the salesroom. 

Firms manufacturing equipment have a very wide ex- 
perience in supplying fixtures and cases that have proved 
by experience to serve the jeweler to the best advantage. 
They employ expert architects and artists who are at the 
disposal of the jeweler who purchases their make of 
equipment. Their advice is valuable, and the jeweler will 
find in these experts a wealth of experience that will 
enable him to carry out his original plans and ideals. 

One of the first considerations should be to secure a 
maximum amount of display space. As much of the stock 
of the jeweler as possible should be on display in his 
cases. The next important consideration will be that the 
departments are so arranged that they will facilitate sales. 

There are two things to be thought of in an ideal 
equipment. One, quality, for the best is none too good 
for the jeweler. The other, elasticity, for it is advisable 
to provide for expansion in the future. 

The lighting of the store beautiful is so important that 
another expert should be considered, a lighting expert. 
This is one thing the jeweler should not leave to his own 
judgment. He may determine the kind of fixtures he 
desires, but the expert should decide where they are to be 
placed and the proper amount of light to be used. 


Among the more beautiful stores of the United States | 
will be found that of Bowler & Burdick, Cleveland, a | 


(Turn to page 74) 
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Tipple 
Tumbler 


a truly modern 
Cocktail Shaker 





now being advertised 
in ESQUIRE 


the magazine for men 


dozens of these 


sell 
Smart Colorful Cocktail Shakers 


You can 


during the Holiday Season 


The outstanding feature of “Tipple Tumbler” is 
the bakelite top and bottom which protects hands 
from cold when mixing and provides a good 
grip for shaking. Cap with jaunty red bar has 
capacity of a jigger. Top screws on, eliminating 
leakage so common in ordinary shakers. Non- 
clogging strainer built into bakelite top. A de- 
luxe recipe booklet “Tipple Tips” is included 
with each Tipple Tumbler. Gayly colored gift 
boxes for Christmas presentation. 


Order samples of numbers listed and ask for 
literature on complete line. 










10-piece Sets 
5-13 Satin-ray 


Tipple Tumblers 
G765 Satin-ray 


Aluminum aluminum 
In gift box 10-piece set 
$1.77 net $4.64 net 


2-27 Chromium- 
plated copper 
10-piece set 

$8.90 net 


G4550 Chromium- 
plated copper 
In gift box 

$2.70 net 





WEST BEND ALUMINUM CO. 


Gift Wares Division 
West Bend, Wis. 


Dept. 770 
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| AUTHORIZED 

| DISTRIBUTORS 
of 

| ONEIDA 
COMMUNITY PLATE 


and 


TUDOR PLATE 


Complete Stocks 


Prompt Service 


We Welcome the Opportunity 
To Serve You! 


——_ 


GRAFNER BROS. 
818 Liberty Avenue 
PITTSBURGH, PA 























We are happy to 


announce our continuance as 


DISTRIBUTORS 


for 


ONEIDA 
COMMUNITY PLATE 
and 


TUDOR PLATE 


Our stocks are complete and we 
shall be glad to render you 
prompt service 


—~_ 
SAMUEL WEINHAUS COMPANY 


720-722 Penn Avenue 
Pittsburgh, Pa. 
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The Store Beautiful 
(From page 73) 


section recently photographed being shown on page 43, 
The homey atmosphere supplied by the fireplace and com- 
fortable furniture in this beautiful room is significant, 

The store beautiful and efficient merchandising go 
hand in hand in the march of successful achievement, 
being inseparable companions in modern business life. 

In the illustrations on pages 42, 43 and 73, stores of dif- 
ferent types have been selected to show interior arrange- 
ment and store fronts. As numbered they are as follows: 
(1) A part of the stationery department at the store of 
Shreve, Crump & Low Co., Boston, Mass.; (2) Window 
display and store front arrangement at the establishment 
of Finlay-Straus, Inc., Brooklyn; (3) A view of the 
interior of the new store of Claude S. Bennett, Atlanta, 
Ga.; (4) An excellent example of a small store front at 
the store of Sterling E. Smith, Jacksonville, Fila.; 
(5) Modernistic front of the Ralph U. Wolmer store 
at Willimantic, Conn.; (6) A portion of the silverware 
department in the C. D. Peacock store, Chicago; (7) One 
of the beautiful rooms in the establishment of Bowler & 
Burdick Co., Cleveland; (8) Window displays at the 
store of Harry Gamler, Buffalo; (9) A part of the dia- 
mond department in the J. B. Hudson store, Minneapolis; 
(10) Branch establishment of K. Mikimoto at Kobe, 


Japan. 





W. C. Barry Dies in Newark, N. J. 

Newark, N. J., Oct. 21.—Winfield Barry, 69, of 
338 Roseville Ave., prominent in the jewelry business, 
died Thursday at Presbyterian Hospital in this city after 
a brief illness. 

He spent 45 years in the jewelry business, at one time 
as president of his own company. He later was a Bloom- 
field, N. J., real estate operator and subsequently was 
with the Newark Welfare Federation. 

Mr. Barry was past president of the Southern Jewelry 
Travelers Association; former chairman of the executive 
committee of the Brotherhood of Traveling Jewelers; 
member of the Royal Arcanum and of Union Lodge, 
F. and A. M., of Danbury, Conn. 

He leaves his widow, Mrs. Mary K. Barry; two sons, 
Addison K. Barry of Caldwell and Hilton S. Barry of 
West Orange, and a daughter, Mrs. Kenneth Ward of 
Trenton. 

Funeral services were held at a Caldwell funeral par- 
lor this afternoon. 

EVERSHARP Introduces Crystal Mirror Glass Desk Sets 

The Wahl Co., Chicago, has made use of a new and at- 
tractive crystal mirror glass material in bases for desk sets. 
Mirror glass has been used extensively in the manufacture of 
many gift items, but this is its first introduction to the fountain 
pen field. 

While particularly effective in moderne interior, the sets are 
subdued in design so as to blend with any type of surrounding. 
Available in gun metal, silver and gold colored bases, these 
novel additions to the desk set line of the Wahl Co. are each 
accompanied by the manufacturer’s unique development—the 
Eversharp adjustable point pen which enables the user to adjust 
the pen to his own particular handwriting style and to enjoy 
real ease and smoothness in writing. The pens come in varying 
colors, either as a contrast or harmonizing with the base. In- 
corporated in these sets is the Eversharp patented swivel 
humidor that keeps the pen always moist and prevents cor- 
rosion. 
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Chicago Jewelry House Seeks Injunction Against 
Enforcement of Code’s Clause on Fraternal Jewelry 


Cuicaco, Oct. 23.—Seeking injunction against the 
‘Government attorney, the NRA officials and the mem- 
bers of the Jewelry Trade Code, the Brochon Engraving 
Co. at 225 East Ontario St., manufacturing jewelers, has 
filed a suit in the United States District Court here. The 
complainant alleges that the codes of the jewelry trade 
under the NRA have sponsored monopolies and unfair 
trade practice in the business of supplying fraternities 
with pins and other insignia and it especially alleges that 
under the code a monopoly of the fraternity business was 
granted in favor of L. G. Balfour of Attleboro, Maass., 
who is owner of four companies dealing in fraternity 
insignia. 

Specifically the bill filed by the Brochon concern seeks 
an injunction against the United States Attorney here; 
against Frank Milhening, a member of the Code Author- 
ity of the Precious Jewelry Producing Industry, and 


- Frederick L. Roberts, Acting State NRA Compliance 


Director, and others from any acts that would interfere 
with the Brochon company’s solicitation of fraternity 
business. 

It is alleged in the complaint that the paragraph in- 
serted in the code, which, they insist, shall not be en- 
forced against them, was inserted without general knowl- 
edge of the trade. They allege the code, as approved 
July, 1933, did not contain such a paragraph and 
continues : . 

“When a fraternity controls the manufacture and ‘dis- 
tribution of its insignia under a contract, it is an unfair 
trade practice for unauthorized persons to manufacture, 
solicit or accept orders for such insignia.” 

The complaint alleges that this provision results in the 
Balfour jewelry concerns cornering 90 per cent of the 
emblem business of the 750 fraternities in the country. 

The complainant also alleges that 67 other jewelry 
manufacturers affected by the restriction of the paragraph 
complained of having filed protests against it with W. L. 
Schurz, Deputy Code Administrator, in Washington. 


ProvipENCE, R. I., Oct. 23.—The suit by the Brochon 
company in Chicago is not considered of vital importance 
in the jewelry trade here. Lloyd G. Balfour, the head 
of the firm referred to as having a monopoly, is quoted 
as saying that the monopolistic charges have already been 
proven false and this suit is apparently another step to 
take the issue from the Code Authority and bring it to 
the Federal Court. Mr. Balfour designated the suit as 
a step on the part of a combination of jewelers to prevent 
American college fraternities from protecting their names 
and controlling the manufacture and distribution of their 
insignia. 

The four companies, which the complainant alleges are 
controlled by Balfour, are said to be the Consolidated 
Jewelers, Inc., of Attleboro, Mass.; Burr-Patterson-Auld 
Co. and Edward Haldeman Co., both of Detroit, and the 
J. F. Newman Co., New York. 








Horace G. Adams and Rudolph J. Ortmann, both 
long associated in the jewelry business in Charleston, 
S. C., have opened a new store in that city at 251 King 
St., trading as Adams & Ortmann. They will carry 
a complete stock of watches, jewelry and silverware. 
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A NEW “Zeofit-Uinnec 
for the Jewelry Trade 


The 






UNDERWOOD PORTABLES 


at Attractive Prices 
for Holiday Sales! 


S headquarters for quality items in 
your community, your store is a 
logical outlet for Underwood Portable 
Typewriters. Especially with the holi- 
day season coming on, these efficient, 
completely modern machines will 
prove strong sales magnets and busi- 
ness builders. 

Underwood Portables are the last 
word in typewriter perfection. Every 
improvement that can insure speed, 
precision and easy operation has been 
provided. The Underwood line of per- 
sonal typewriters is complete. There 
are five models, including the new 
Underwood Champion Portable. 

Underwood Portable Typewriters are 
now available to the jewelry trade. Our 
nation-wide sales and service facilities 
are at your disposal. Secure your Dealer- 
ship as soon as possible and scoop the 
business in your town. 


Typewriter Division 


UNDERWOOD ELLIOTT FisHER CoMPANY 


Typewriters ...Accounting Machines... Adding Machines, 
Carbon Paper... Ribbons and Other Supplies 


342 Madison Avenue . New York, N. Y. 
SALES AND SERVICE EVERYWHERE 
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CHAMPION 














be pleased with its conservative price. 





. . . dinnerware that belongs in your store because it is jewel-like in the 
delicate detail of the Adam embossing, and in the exquisite moulding of 
the individual pieces ... Ware so splendid you'll be eager to display it. . . 
full dinner sets or a group of delightful gift miscellany . . . cigarette boxes, 
candle sticks, ash trays, Lazy Susans. . .. Your patrons will recognize the 
royal quality of Steubenville’s Adam ware—and they, as well as you, will 


THE STEUBENVILLE POTTERY COMPANY — STEUBENVILLE, OHIO 











EVERBRITE LEADER 


A. COHEN & SONS CORP. NEW YORK 


We heartily welcome the com- 
munity plan of “CONTROLLED 
DISTRIBUTION” which endorses 
a policy EVERBRITE faithfully 





followed for over 22 years. We 
believe it will bring proper pro- 


tection to the retailer. 


A.COHEN & SONS CORP. 
584-586 Broadway, New York, N. Y. 


Are you on our mailing list? 
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CHRISTMAS ITEMS 


STERLING 





Candlestick 2542 
11/2 inches high 


Reproduction, London, 1790 
CURRIER & ROBY 


SILVERSMITHS 
217 EAST 38th ST. NEW YORK 
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Window display at the store of the Hardy & Hayes Co., Pittsburgh, Pa., showing medium priced chinaware. 


Medium Pricec 





The sale of 


high-priced chinaware having slumped noticeably since 
the depression, the Hardy & Hayes Co., fashionable re- 
tail jewelers of Pittsburgh, sought some means of re- 
juvenating what had hitherto been a very lucrative 
business in imported china and glasswares. 

Unfortunately, during such times as these, many of 
Pittsburgh’s well-to-do families, suffering from a lack of 
dividend-paying investments, were of the erroneous opin- 
ion that the Hardy & Hayes Co. did not have any article 
in its store which could be had under a hundred dollars— 
hence the surprise on the part of the public and the 
pleasure upon the part of the management when the com- 
pany used its display windows to merchandise a line of 
popular-priced American formal dinnerware services, 
with price tags displayed, ranging from $10 to $15 for 
53-piece sets capable of taking care of the requirements 
of eight persons. 

C. A. Buse, manager of the arts department, explained 
to [HE JEWELERS’ CIRCULAR representative that hereto- 
fore they had bought and sold nothing but imported china- 
ware, which had to be sold at considerably higher prices. 
Sales had slumped almost to the vanishing point in this 
particular line, so, in order to swell the volume, the com- 
pany decided to experiment with a popular-priced, dis- 
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Chinaware for the 
Jeweler’s Stock 


717 


tinctive line of American chinaware which could be sold 
at a price somewhat above what the department stores 
were asking, but a line of quality wares of the type for 
which the company enjoys an enviable reputation. 

For the first dinnerware window, Hardy & Hayes Co. 
selected the Steubenville Pottery Co.’s classic “Adam” in 
rich antique ivory, the formal Dinner at Eight, and the 
interesting flower patterns — “Springtime,” “Robin 
Hood,” and “Summer Day.” No sooner had the display 
been arranged than it caught the fancy of hundreds of 
women passers-by. This was last spring, and since then 
scores of services have been sold and the company has 
reordered complete stocks of new fall decorations, chiefly 
in floral patterns and suitable for any daily use, which 
are to be made with imported English decalcomanias, 
which are said to have the best colors. 

Up to this time no special drive has been made to mer- 
chandise this chinaware, although it is quite likely that it 
will receive some consideration in the Christmas advertis- 
ing program. An envelope “stuffer” has been prepared 
to accompany invoices and other correspondence, calling 
attention to the fact that the Hardy & Hayes Co. has a 
line of distinctive, popular-priced chinaware suitable for 
Christmas gifts. Similar purchases have also been made 
from the Salem China Co., Salem, Ohio. 














The POMPADOUR Pattern 


Now available for immediate delivery from New York 


stock in 
COMPLETE DINNERWARE 
It is executed on our well-known SANS SOUCI shape and 


promises to become a great favorite. 


Samples gladly submitted upon your request. 


Resthwals 


Famous the World 
Over 


THE ROSENTHAL CHINA CORP. 


149-151 Fifth Ave. 
NEW YORK, N. Y. 
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Make the Christmas Copy Sell 


(From page 47) 


for your merchandise rather than a passing interest, if any, 
in what you have to sell. 

The same rule applies to every article in your stock. 
When you advertise a fine silver bowl, a gleaming platter 
or some other article use a bold face line which will drive 
home the idea above outlined. Explain in your advertis- 
ing copy how a fine bracelet, ring or watch will create 
admiration and how a carefully selected watch will not 
only give pleasure to the one who receives it but will per- 
form a year after year dependable service. 

Point out the service value of utility articles. The use 
of the merchandise can be stressed in both advertising copy 
and window displays and when shown in a homelike set- 
ting gives added appeal. ; 

The use of illustrations of merchandise is always desir- 
able whenever possible. This depends, of course, upon the 
amount of newspaper space used. Where this space is 
limited it is desirable to show one or very few illustrations, 
The advertisement of William Wise & Son, Inc., Brook- 
lyn, shown at the left of page 43, stresses this idea and 
the copy emphasizes the pleasure a gift of fine jewelry will 
bring. The copy used by Lambert Bros., New York, with 
the catch line ““The Supreme Gift,” is well illustrated, and 
centers attention on six individual pieces at special prices. 

Stowell’s advertisement devotes attention to gifts for 
men and employs illustrations with short descriptive text 
of each article presented. Evert’s stresses a comparison of 
values in selecting diamonds, as does the advertisement of 
the Selle Jewelry Co. and the Smith Patterson Co. The 
watch advertising of Linz Bros. features accuracy and 
inspires confidence as does that of the Donavan & Seamans 
Co. “Beautiful Patterns for Charming Gifts” says a 
caption used by Tuttle & Clark in advertising a special 
selling of American silverplate. Illustrations dominate 
this advertisement with but little descriptive text. The 
Shreve, Crump & Low sterling silver presentation is digni- 
fied and the arrangement of text and illustration attrac- 
tive. 

Retail jewelers who are working on their Christmas ad- 
vertising copy may find some of the following captions of 
use, the jeweler’s name being filled in in each instance: 


Time 


TE NE AOD oon ok kos ccs cree cawsaearnes Watch. 
Gift Watches, for a Certain Man, or a Lovely Lady. 
Make this a Watch Christmas. 


Soe ! What Boy or Girl Wouldn’t be 
Thrilled to Receive One of These Fine.......... Watches. 
For Correct Time and Correct Style, Give Her a............ 
| ee seer a onen ames 
Diamonds 


For Christmas—Diamonds of Surpassing Worth, from......... 
Give Diamonds—The Most Appealing Gift of All. 
Choose a Diamond for that Most Important Gift. 

What Gift Could Be More Acceptable than Exquisite Diamond 
Jewelry Chosen from this Incomparable Collection? 
Sheer Beauty! . . . A Diamond Makes the Best of All Gifts. 
' Ree ne. Diamond, to Make this Christmas Memorable. 
To Make Her Christmas the Most Joyous Ever, Give a........ 

Diamond or Watch. 
For Beauty and Elegance, We Suggest Diamonds for Gifts. 
No Christmas Gift Will Ever Mean More than a Diamond. 
ANTE RIN oie os cee hares ea tas Diamonds 


Silver, etc. 


A Gift for the Home [Silver, China, Glass, etc.] is a Lasting 
Gift. 
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A Noble Gift Indeed, When You Gerais. co cenacs Sterling 


Ware. : 
came eee , from Our Collection of 


Silver, China and Glass. 

This Year! Sterling Silver for Christmas Gifts. 

Give China, for Lasting Remembrance to the Woman Who 
Loves Her Home. 

For Christmas—A Beautiful Set of Gleaming New Silver. 

The Gifts for Generations to Come. 

Gifts of Lifetime Loveliness—Sterling Silver. 


General 


i ee ee ee Gift Assures It. 

Gifts for Every Name on Your List............ Amazingly Low 
in Price. 

Remembrances that Last for Many Christmases. 

Christmas After Christmas, The Gift in Greatest Favor. 

We Cie. oe Secase ces ” Means Added Appreciation Before 
the Gift is Opened. 

Just in Time for Christmas, Comes the Greatest [Diamond, 
Silver, Watch, Glass, China] Value of the Year. 

Christmas Cheer Costs Less this Year, at.................. 


Ge COE ce wccwicacicsies Delight Recipients and Purchasers 
. . » Convenient Payments if You Wish. 

Cis GOIN si: 0 kc neces enced High in Quality Low in Price. 

At Christmas, and Through the Year, A................ Label 
Means SO Much, and Costs No More. 

The Jewelry Event of the Year.............. *s Christmas Sale 


of Jewelry. 

For Christmas Giving and All-Time Enjoyment! 

More Than a Christmas Gift—An Everlasting Remembrance. 

A Chetetas GU HOR... 6c hcccccccccses Carries Distinction. 

For Him or for Her—The Most Lasting and Gracious Gifts are 
S Gare tataaianee Jewelry Gifts. 

Gifts that Bring Happiness Every Day of the Year. 

Gifts . . . that Will Cause that Particular Lady to Marvel at 
Your Extraordinarily Good Taste. 

Joyful Noel Greetings—Gifts of Gold Jewelry. 

Jewels for Christmas............. Offers Values and Variety. 

Let Your Conscience (and Our Collection of Exquisite Jewels) 
Be Your Guide! 

The Treasure House of Perfect Gifts. 

A Ring of Beauty is a Joy Forever. 

They Open the Jewel Box First on Christmas. 

What to Choose for Christmas. 


Many jewelers will be happier after Christmas because 
they were courageous enough to do more and better adver- 
tising. Right now intelligent effort along this line is more 
necessary than ever before. 





Retail Jewelers Feel Code Is Effective 


Contributions and Comments to National Retail Code 
Authority Indicate That Merchants Are Satisfied 
With the Results So Far 


The retail jewelers of the country are, as a class, satisfied 
with the effect of their code that has been adopted by their indus- 
try, according to comments made by individual firms to the Na- 
tional Retail Jewelry Code Authority and to its branch members 
throughout the country. Of course, there are a number of things 
that the jewelers would have liked to have seen in their code 
that were not adopted or accepted, and there are certain sections 
they wish would be more strongly pushed. But the code has 
done a lot of good work, as, for instance, the elimination of unfair 
advertising and signs as to watch repairing, the abuses leading 
to sales of jewelry offered on consignment and even an improve- 
ment in the conduct of auctions. 

According to William D. McNeil, head of the National Retail 
Jewelry Code Authority, retailers from all over the country have 
Sent in their subscriptions (the majority of them being in the 
sum of $1 or $2 per store), and have evidenced their wish to 
assist in the administration of their code and to receive and 
retain the retail jewelry Blue Eagle. 

“While there are here and there some objections to the code 
or the assessments,” said Mr. McNeil, “or even to some particular 
clauses of this code, these instances are extremely rare in pro- 
portion to the favorable comments received.” ‘The code has 

(Turn to page 109) 
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Tt’s Exclusive!! 
Two-TONE GOLD FILLED 


IDENTIFICATION 
BRACELETS 





Design Registered—Actual Size 


“Excecy’ Orrers Tas 


_ New idea in Identification Bracelets. The signet 


plates are made in two colors—a combination. of 
yellow and white, resulting in very unusual ef- 
fects. They are priced to retail for 


Gold-Filled $2.25 


IN 1/20-12 KARAT Quality. EACH 


All “XL” fine quality Identification Bracelets are 
unique in design. Their real heavy chains in 
graceful designs are made to taper with attractive 
tailored signet plates. Their everlasting “sales 
appeal” offers a quick turnover. 


Ever so popular are those made in 


Sterling Silver ean $1.00 


EACH 
Sell “XL” Quality Identification 


Bracelets. Order Them Now!! 


wenn eee n nes nee ee eee. COUPON 


Exeell Mig. Co. 


45 Richmond St., Providence, R. I. 


Please ship me through your nearest wholesaler: 


eocee -Gold Filled Two-Tone Bracelets 

Ceeece Gold Filled Standard « 

eeeeen Sterling Silver “ 

BEY MAMCc co ccccccccccccccel AGGPESS cccccccccccccces 
TE WE Blinn 666s cetiewrees Giese ausesamasedcens 
Pee GONG 6 46 dbidnceeiecuneaqeed saw deeecenaane eee 


eee eee ee eee eee eee eee eeeeeeeeeeeeeeeeseeseeeeeeeeeee 


Prices subject to Keystone discount. No extra charge for display 


pads or individual gift boxes. 











With the Holiday season 
just ahead retail jewelers are 
interested in new gift offer- 
ings for their customers. 
The attractive articles on 
these pages are excellent 











A distinctive lamp designed by 
Walter Von Essen for the Miller 
Co. Meriden, Conn., and mar- 
keted by the Colonial Manu- 
facturers Associates, 11 W. 
42nd St., New York. This new 
line will be distributed through 
the jewelry trade. 





This man’s platinum, hand carved star 
sapphire ring is a gift to please the most 
fastidious. The sapphire, of a very fine 
quality, weighs 13 carats. The mounting 
is richly finished. The retail price would 
be approximately $425. F. X. Zirnkilton, 
214 S. 12th St., Philadelphia, Pa., suggests 
this ring. 





This chain key ring is an attractive item 

in the line of the Simons Bros. Co., 

269 S. Ninth St., Philadelphia, Pa. It 

is both useful and acceptable as a gift 

for men and women. Sterling silver, 
Retails at $2 


suggestions 


Fe 





The new ultra-modern duo-dial 
watch by the Parker Watch Co., 
580 Fifth Ave., New York, is 
one of the smartest and most 
modern ideas in watches. Ideal 
for business and professional 
men, doctors, engineers, radio 
announcers, etc. A smaller size 
and style available for nurses. 
This model (834 x 12 Ligne) 
for men is 10K rolled gold plate 
case with card bracelet, gilt 
relief dial, 7 jewel—$27.50; 
17 jewel—$35. 





Here we have an individual ash 
receiver, with your cigarette 
offered to you by a servant 
China boy. It is one of a set 
of six. There are the Butler and 
the Maid, the Parrot, the Sea 
Horse, and the Elephant. Trays 
are baked black enamel, with a 
colorful red ring around the 
floor of the saucer. . . and non- 
tarnishable for all normal uses. 
Bradley & Hubbard Mfg. Co., 
Meriden, Conn. 
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The Western Clock Co., La Salle, Ill., 
calls attention to “Pickwick” the new 
Westclox model. It is styled in black 
and nickel and has a luminous dial and 
hinged back. Can be set up on desk, 
radio or dressing table. It comes at- 
tractively boxed and sells for $2.95. 





In addition to the smart new 
key chains for men, the Forstner 
Chain Corporation, Irvington, 
N. J., is also offering a clever 
line of women’s key chains. 
Illustrated is a smart number 
which sponsors the ever-popular 
“Scotty.” Many men, too, find 
this a handy size for a key 
chain. Made in sterling silver 
rhodium finish. 





A beautiful wedding and engagement ring 
combination. The engagement ring is chan- 
nel-set with six diamonds and sells at retail 
for $54.75. The price does not include center 
stones. It is also made to accommodate %4 
to 1% carat center stones. The wedding ring 
has 9 matched white diamonds. The retail 
price is $48.75. Manufactured by the Bristol 
Seamless Ring Co. 
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This bill clip watch is an attractive 

watch combination in gold, silver or 

lacquer. Light and dainty, yet so well 

constructed as to thoroughly protect 

the high grade 17 jewel movement. 

Joe Lipschutz, \- 7 48th St., New 
ork. 





The “Pharaoh,” electric clock appro- 
priately named in these times, combines 
utility with modernistic distinction and 
will come in a mahogany “pyramid” 
case with vertical side inlays. Polished 
gold numerals on a gloss black numeral 
band border a satin gold center. It will 
be 634 inches high, 752 inches wide and 
4 and 1/16 inches deep. At retail it 
will sell for $9.95. It is a product of 
the Warren Telechron Co., Ashland, 
Mass. 





The General Electric Co. suggests this attrac- 
tive clock as an excellent Christmas gift. It 
is the “Vogue,” copper case with black 
base. Self-starting synchronous movement, 
black bezel ring, 3 inch by 334 inch light 
ivory dial with black Arabic numerals. Height 
5 inches; width, 5% inches; depth, 17% inches. 
List price $5.95. 


This polished chromium coffee service which 
was designed by Walter Von Nessen has been 
tested and approved by Good Housekeeping 
Institute as being excellent in function and 
distinguished in design. It is a drip coffee 
pot, and the water container shakes down 
inside the pot for convenient storing. After 
the coffee is ready, the water container may 
be removed leaving a most attractive dinner 
coffee service for the table. By not changing 
from a utensil to the coffee pot chilling the 
liquid is avoided. Retails at $20 a set. Made 
by the Chase Brass & Copper Co., 10 E. 40th 
St., New York. 





In this tea set the spirit and detail of Eighteenth Century English 

Gadroon silver have been faithfully reproduced. Nothing lovelier 

than Gadroon has ever been produced in silver; so International 

Sterling has wisely enough made no attempt to improve upon the 

original. The perfection that delighted the sophisticates in beauty of 
the Eighteenth Century comes to you unchanged. 


This 1847 Rogers Bros. silver plate child’s set is 
an attractive offering. The special container forms 
photo frame when inner box is removed. Made of 
handsome blue texti leather with gold tooled de- 
sign on covers. Space for two snap shots. Holds 
Sylvia pattern. Retail price $2.75. 
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James J. Burke Co., of St. Louis, and other 
“Cellinicraft” distributors are showing a 
line of men’s heavy sterling cameo rings 
of unique designs, embellished with 10K 
natural gold, which can be retailed at $7 
to $10. Solid 10K natural gold with 16/12 
cameos to retail from $12.50 up. 





Busy doctors and nurses will find this duo- 
dial strap watch particularly desirable as it 
accents the importance of the second hand. 
8/12 ligne Gallet movement, 7 or 15 jewels, 
imported chrome finished case. Jules Racine 
“ & Co., 20 W. 47th St.. New York. 
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Here we have one of a new 
series of ingenious and inex- 
pensive Ronson Strike lighters 
from the Art Metal Works, Inc., 


In this new “XL” Identification bracelet the signet plate is of 
two colors, a combination of yellow and white gold filled. They 
are priced to retail at $2.25. Made by Excell Mfg. Co., 


Community Plate individual salad forks in 
the King Cedric design. These are packed 





in the new deluxe gift case—the base 
molded in a luxurious effect of hand- 
carved ebony. The cover is delicately 
molded in the exquisite tone of green 
jade. The rare beauty and substantial 
effect of the deluxe gift box dramatizes 
in your window or on your counter your 
function as a merchant in gifts. Many 
other items in Community Plate are packed 
in these beautiful Christmas gift con- 
tainers. Six salad forks or pastry forks— 
$5.75 a set. 





The story of Gorham silverplate is to a large 

extent that of Gorham’s famous Sterling, for 

equally skillful, competent craftsmen originate 

and produce it. The new Fontainebleau coffee 

set, consisting of a coffee pot, sugar and cream 

container and waiter, is an attractive and de- 
sirable gift for any home. 








Providence, R. I. 


An attractive desk clock with a new and novel method 
of winding is shown herewith. It is suggested by the 
New Haven Clock Co., New Haven, Conn., as an ex- 
cellent Christmas gift. A concealed rubber button in 
the base, attached to a small metal cable, replaces the 
conventional winding knob. A few pulls on this cable 
and the clock is 
wound with ease and 
eclat. The attractive 
wood case is finished 
in ivory with con- 
trasting black base. 
A two-tone silvered 
index dial has the 
latest type of applied 
hour indicators. 
Height of clock, 3¥% 
inches. Width, 3 
inches. Retail price, 
$3.35. (Pacific Coast 
price slightly higher.) 


Aronson Square, Newark, N. j. 

This one is the “Dodo Bird.” 

The low prices at which these 

models can be retailed should 

add considerable volume to deal- 
ers who stock them. 





The Ingersoll Dollar Alarm is 
new and its case is gleaming, 
non-tarnishing chrome set-off 
with a rich black. Its dial is 
cream and pale blue on which 
appear vigorous black numerals 
and hands. It is designed for 
style appeal and for utility. 








A, watch is always an acceptable 
Christmas gift and when it com- 
bines both style and accuracy 
it makes an exceptional present. 
The Gruen Watch Co., Cincin- 
nati, Ohio, calls attention to 
“Meadowbrook,” a sleek and 
slender watch, newest in its line 
of curved watches for men. 
Retail price $49.75. 





This delightful cone shaker set is made 
in fine silver plate with red enamel bands. 
The shaker holds 28 ounces and has a 
new improved type strainer. The shaker 
retails for $5 and the complete set with 
four cups retails for $10. It is an excellent 
gift in the spirit of the times. The Napier 
Co., Meriden, Conn., suggests it as an 
item for the jeweler’s stock. 
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The Alice in Wonderland Child’s Service is a new 
and extremely practical idea in juvenile silverware. 
The set consists of the knife, fork, tea spoon, soup 
spoon, salad fork and butter spreader. The service is 
presented in a particularly instructive manner. The 
Mad Tea Party depicting one of the most popular 
scenes of the story, holds the silverware in the correct 
position for a table setting. It is a product of the 
Holmes & Edwards division of the International 
Silver Co. 
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A necklace of Mikimoto cultivated 
pearls reveals a vivid expression of the 
jeweler’s art in gem beauty and sym- 
metry. An ideal gift for mother, sister 
or daughter. The strand shown here- 
with is an unusual value at $100. 
K. Mikimoto, 551 Fifth Ave., New York. 





This smart matched diamond ring set is sug- 
gested by J. R. Wood & Sons, Inc., 1325 At- 
lantic Ave., Brooklyn, N. Y. The ring is set 
with five diamonds with a center stone 
weighing about one-quarter carat. The con- 
sumer price in 10 per cent iridium platinum 
is $125. The matching diamond circlet is 






Earrings equipped with Loxon the 
new pierceless earring attachments 
are shown above. Walter Lampl, 
20 W. 47th St., New York, offers 

















This Omega watch is made 
with 14K yellow gold filled 
case with fine 15 jewel 
movement. Can be fur- 
nished with either an enamel 
or raised index dial. A de- 
lightful Christmas gift. Re- 
tail price $55. J. R. Wood 
Sales Corporation, 1325 At- 
lantic Ave., Brooklyn, N. Y 





Fork and spoon to please the 
kiddies on Christmas morning. 
This Wm. Rogers & Son offer- 
ing from Meriden, Conn., will 
be a pleasant surprise. 
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a patented ring, with fourteen good size 

diamonds. The consumer price in 10 per cent 

iridium platinum is $87.50. This set is meet- 

ing with wide-spread approval throughout the 
trade. 




















The graceful lines of this electric 
strike clock are sure to appeal. to 
discriminating purchasers. Genuine 
walnut case and front panel of 
burled veneer. Silverplated dial 
with mat to match. Self starting 
synchronous electric hour and half- 
hour strike movement. Retails at 
$22.50. Eight day key wound move- 
ment, $19.95. Seth Thomas Clock 
Co., Thomaston, Conn. 





The covered vegetable dish is a reproduction 

of early English design with Gadroon and 

Shell applied mounts and etched design 

cover. The complete item is heavily silver 

plated. Weidlich “— Mfg. Co., Bridgeport, 
onn. 


83 


this suggestion for a Christmas 

gift. Platinum, gold and silver at- 

tachments with amethyst, jade, 

carnelian and topaz. Retail price 
inl4K gold $20. 





Star sapphire cuff links, a 
Christmas gift de luxe which 
will be sure to be appreciated 
by every man of taste. They 
represent a total of 43 carats. 
For the set mounted in platinum 
list price is $850. Jerome Rich- 
heimer, 608 Fifth Ave., New 
York. 





This Hamilton wrist 
watch is the Drake 
model, 17 jewel, size 
6/0, cased in 10K filled 
white or natural yellow 
gold. The price with 
black figure dial or with 
luminous dial $37.50; 
with raised gold figure 
dial $40. 








One of the most interesting and original 
of the season’s innovations comes from 
the International Radio Corporation of 
Ann Arbor, Mich., in the form of their 
new compact radio set the Kadette Jewel. 
The name is descriptive of the jewel-like 
cases in which the set is enclosed and 
which come in bakelite and plaskon in a 
wide variety of colors. The Jewel mea- 
sures only 7'2 inches long and 512 inches 
high, just a trifle larger than a one-pound 
box of candy. Yet it contains a circuit 
using three tubes which, it is claimed, 
provides performance far superior to that 
of the four tube AC-DC sets originally 
introduced by this manufacturer. The 
Jewel is ambilectric, operating on either 
AC or DC current and has a built-in an- 
tenna long enough for distant daylight re- 
ception. A fine Christmas gift. List price 

$13.50 to $17.50. 





Modernized versions of the famous “Car- 

men” expanding bracelet are again ap- 

pearing on the market. Retailing from $6 

to $10. They are manufactured by D. F. 
Briggs Co. Attleboro, Mass. 
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This Sterling Silver shell bonbon dish, gold or silver lined, is 

an excellent Christmas gift. It is 6 inches long and 4 inches 

wide. Weighs 234 ounces. Retail price $5.—Manchester Silver 
Co., Providence, R. I. 






Here is a Christmas gift that 
will meet with a ready welcome 
in home or office. It has a gun 
metal mirror glass base, mea- 
sures four inches square, has a 
hollowed ash tray and a silver 
shell pearl pyralin eversharp 


adjustable pen. List price 
$13.50.—The Wahl Co., 1800 
Roscoe St., Chicago. 





The jewelry trade is becoming more and more partial toward watch bracelets in 

1/20-12 K. gold filled quality. The smart new Gemex creation illustrated is also 

non-corrosive, a distinct advantage in a wrist watch attachment. This bracelet, 

which retails at $3.50, is one of a number of new models presented by Gemex Co., 
Newark, N. J. 





Lady Bulova—Bulova’s newest feature watch—released nationwide October 4th. Dainty—slender. 

It comes in four models, plain and engraved—in 10 K. white rolled gold plate and 10 K. natural 

gold filled; each set with two diamonds. Retails for $39.75 in white and $42.50 in natural. This 
is the lowest price at which Bulova has ever offered a diamond baguette. 
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This pocket-book flask is a product of 





The watch attachment shown herewith comes in Chromium and 1/20 K gold filled. 

It is suggested by Brunner-Ritter, Inc., 350 Hudson St., New York, as a most ac- 

ceptable gift. It is excellent in style, beauty and design. Quality is the watchword 
of the company. 
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the Concord Silversmiths, Concord, N. H., 

and retails for $5. It is supplied with 

either a decorated or a plain shell, with a 
circle for a monogram in the center. 
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Breakfast set by the Steubenville Pottery Co., Steubenville, Ohio, in Adam 
design consisting of 23 pieces retailing at $10. Here is an excellent Christ- 
mas gift that will please every housewife. 





As a unique and attractive Christ- 
mas gift the DeFrece Watch Co., 
48 W. 48th St., New York, suggests 
this dainty 334 ligne woman’s wrist 
watch cased in snakewood. The 
natural finish and graining of the 

wood is brought out. 





“Du Barry” design, showing the shape, rococo panel embossing 
and raised cord-like edge, is a faithful reproduction of the 
period when this fair lady ruled the fashion of Paris. The 
china shows floral motifs in natural colors embellished with : q 

$22.25 Here is a truly acceptable pencil— 





To those whose birthdays come in gold. Dinner plates retail at $54 a dozen and not at ‘ ' 
November this ring-of-the-month, as stated in the October issue. The Rosenthal China Co., 149 Something new to appeal to a wide 
made in 14K white gold and fault- Fifth Ave., New York, suggests this ware for Christmas gifts. "@7ge of customers. It takes standard 
lessly set with a large synthetic leads, either round or square. It comes 
golden sapphire and two brilliant ‘ P ; in chromium finish beautifully chased 
side diamonds, is particularly ac- This three piece after dinner coffee and modernly streamlined. In chromium 
ceptable. These rings sell quickly set is heavy Sterling Silver and of finish it retails at $3.50. Other models 
at real profits. Untermeyer, Rob- fine workmanship. Set retails for in sterling silver, and 10K gold filled. 
bins & Co.. 136 W. 52nd St.. New $48—Pot for $38 — Sugar and A delightful Christmas gift. Norma 

"York. : creamer for $10. Richard Dimes Pencil Co., 150 Broadway, New York. 

Co., 72 K St., Boston 





A “Queen of the Orient” South Sea 
cultivated pearl of exceptional 
rosée color, weighing 76 grains, 
price $3,500 retail. A complete 
line of “Queen of the Orient” cul- 
tivated pearl necklaces and single 
pearls of every description for the 
discriminating buyer. Also an ex- 
tensive line of ordinary cultured 
pearl necklaces, rings, earrings, and 
scarf pins, from $15 to $150 retail. 
Especially prepared for the Christ- 
mas trade. Papazian Brothers, Inc., 
580 Fifth Ave., New York. 
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MIRACLE CLOTH 


Brings Customers To Your Store 




























SOLVES THE SILVER 
CLEANING PROBLEM 





Sells on Sight! 


Display this Miracle Cloth in your window and 
you'll be seeing your old customers and new 
ones in your store. Just demonstrate it and 
it sells itself. The news will spread like wild. 
fire and every woman will want one. With 
this cloth, polishing is a pleasure, and the 
thoroughness of the job will even amaze you. 
Try it on your stock and you will be convinced. 


Miracle Cloth does not scratch or mar—it 
cleans and polishes silver and all other metals 
faster and cleaner. Besides the profit realized 
on each cloth sold, you will receive everlasting 
thanks from your customers. Don’t wait. 
Order at once. See prices below. 
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CAN BE USED 
UNTIL WORN 
TO SHREDS. 
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SIZE 12x12 IN \ . He | i 


| 
TRIAL —_ $1.00 for sample Hi ra 
OFFER | package of 6 Postage Prepaid 























PRICES NO PASTES, 
| dozen . $1.80 per doz. | 6 dozen... $1.60 per doz. POWDERS OR 
3 —. iA i . al, | to 5 a per gr. LIQUIDS ARE 

tttes rices on tcation 
nietitiineamans ost NECESSARY. 


SEND $1.00 WITH ORDER—BALANCE C.O.D. 


F.0.B. N. Y. 


BERNSTEIN & SONS pistS2hFrors 


Serving the Jewelry Industry Over a Quarter of a Century 


1328 BROADWAY, NEW YORK ‘— _ Telephone WIsconsin 7-6434 
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NRA Issues Order in L.& C. Mayers Case 


Classifies Catalog Concern’s Business Under Retail and 
Wholesale Jewelry Codes 


The National Recovery Administration 
on Oct. 6 issued an executive order classi- 
fying the business of the L. & C. Mayers 
Co., Inc., of New York, under the Retail 
and Wholesale Codes of Fair Competition 
for the Jewelry Trade. 

This decision, which divides the sales 
of the catalog house into seven categories, 
five of which are held to be wholesale 
transactions, and two retail, is the result 
of a hearing before an NRA board on July 
6, 7, and 9, held at the instigation of the 
Local Retail Jewelry Code Authority of 
the New York Metropolitan Area. 

According to the estimates of some mem- 
bers of the trade, the decision places from 
60 to 85 per cent of the sales of the L. & C. 
Mayers Co. under the jurisdiction of the 
Retail Jewelry Code. 

The substance of the order follows: 


Facts: 


A hearing was conducted, to wit: on 
July 6, 7, and 9, 1934, in New York City 
before a board composed of representa- 
tives of the Distributing Trades Sections 
of Division Four, the Legal Division and 
the Compliance Division of the National 
Recovery Administration, for the purposes 
of obtaining evidence upon which to classi- 
fy the business of L. & C. Mayers Com- 
pany, Inc., between the applicable Whole- 
sale and Retail Trade Codes, and to 
obtain evidence as to possible violation 
of the Code of Fair Competition for the 
Retail Jewelry Trade. At the hearing 
evidence was adduced tending to show 
that the business of the said L. & C. 
Mayers Company, Inc., was separated in- 
to the following types of transactions: 


Group I—Sales of jewelry merchandise 
to wholesale or retail distributors for re- 
sale. 

Group II—Sales of jewelry merchandise 
to institutional, commercial and/or indus- 
trial cOncerns, to be used wholly or par- 
tially as an adjunct to the manufacturing 
and/or distributing processes of such 
concerns. 

Group III—Sales of jewelry merchan- 
dise to institutional, commercial and/or in- 
dustrial concerns, when said merchandise 
is actually purchased and paid for by said 
concerns, to be given free of charge to 
employees as an adjunct to the operations 
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of said concerns by way of stimulating 
efficiency and loyalty or otherwise assist- 
ing in the promotion or development of 
the purposes for which the concern was 
organized, including without limitation, 
all bona fide purchases for actual use by 
institutional, commercial and/or indus- 
trial concerns. 

Group IV—Sales of jewelry merchan- 
dise to Army canteens, Army post ex- 
changes, ship service stores, which are 
maintained by Army posts, camps and 
Naval ships and stations, and which re- 
sell jewelry merchandise purchased from 
the applicant. 

Group V—Sales of jewelry merchan- 
dise to industrial concerns, mines and 
other similar organizations maintaining 
commissary stores, such jewelry merchan- 
dise being resold by said commissary 
stores. 

Group VI—Sales of jewelry merchan- 
dise to employees of institutional, com- 
mercial and/or industrial concerns where 
such employees purchase the jewelry mer- 
chandise and bear the cost of the same, 
notwithstanding the use or application of 
institutional procedure or organization 
wherein the facilities of said institutions’ 
officers, agents and/or other employees of 
departments may be made available by 
said institutions to said employees in se- 
lecting and/or obtaining jewelry merchan- 
dise or paying the purchase price of the 
same. 

Group VII—Sales.of jewelry merchan- 
dise to groups -of individuals joined to- 
gether for the express purpose of using 
the facilities of mutual buying clubs or 
similar groups in order to purchase 
jewelry merchandise in quantity when the 
individual members thereof, without the 
benefits of said club and/or buying group, 
could not otherwise obtain a price differ- 
ential; or sales of jewelry merchandise 
to members of fraternal, social, athletic 
and/or similar clubs and organizations, 
when such members purchase the jewelry 
merchandise and bear the cost of the same, 
notwithstanding the use or application of 
institutional procedure or organization 
wherein the facilities of said institutions’ 
officers, agents and/or other employees or 
departments may be made available by 
said organizations to said members in 
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selecting and/or obtaining jewelry mer- 
chandise or paying the purchase price of 
the same. 


Question: 

Which commercial transactions set forth 
in the groups specified above are whole- 
sale transactions and which are retail 
transactions within the meaning of the 
Supplementary Code of Fair Competition 
for the Wholesale Jewelry Trade and the 
Code of Fair Competition for the Retail 
Jewelry Trade? 


Classification: 

As to Group I, the transactions are held 
to be wholesale. 

As to Group II, the 
held to be wholesale. 

As to Group III, the transactions are 
held to be wholesale. 

As to Group IV, the transactions are 
held to be wholesale. 

As to Group V, the 
held to be wholesale. 

As to Group VI, the transactions are 
held to be retail. 

As to Group VII, the transactions are 
held to be retail. 


transactions are 


transactions are 


Approval Recommended: 
O. H. WALBURN 
Code Legal Adviser 
Frank H. CrocKARD 
Deputy Administrator 
Wholesale Distributing Trades Section 
NorMAN T. RAYMOND 
Code Legal Adviser 
The National Industrial Recovery Board 
Harry C. Carr 
Deputy Administrator 
Retail Distributing Trades Section 
By: Rosert L. Houston 
Division Administrator 
Division Four 
Found not inconsistent with established 
policy: 
E. M. JEFFREY 
Chief Review Division 
Washington, D. C., 
October 6, 1934. 


WILLIAM WAGNER, EXECUTIVE SECRETARY 

oF LocaL RETAIL JEWELRY CoDE AUTHORITY 

oF New YorK METROPOLITAN AREA, DIs- 
CUSSES DECISION 


Commenting on the NRA order, William 
Wagner, secretary of the New York Re- 











tail Code Authority, which body, through 
its agitation and evidence gathered to aid 
the Administration in rendering its deci- 
sion, was instrumental in obtaining the 
classification, said: 

“Analysis of the findings by the Na- 
tional Recovery Administration indicates 
the L. & C. Mayers Co. sells more jewelry 
at retail than at wholesale. The decision, 
therefore, places the firm under the juris- 
diction of the Retail Jewelry Code both 
as to payment of code assessments and 
compliance. This has been the conten- 
tion of the Local Retail Jewelry Code 
Authority ever since the first complaint 
was received about eight months ago. 

“Tt seems conservative to estimate that 
the classification ruling by NRA defines 
probably 85 per cent of all sales made by 
the Mayers company as retail. This esti- 
mate is based largely on information sup- 
plied by the Mayers company at various 
hearings that have been held before Gov- 
ernment agencies. 

“Regarding the matter of putting the 
new ruling into effect, it always has been 
the understanding that it is the duty of 
the National Recovery Administration and 
the proper code authorities to see that the 
provisions of codes are enforced. There 
cannot be the slightest doubt about future 
procedure. The Local Retail Jewelry 
Code Authority is confident that nothing 
will be left undone to make code admin- 
istration effective. 

“The classification ruling obtained in 
this case will have far-reaching results. All 
concerns that are engaged in the jcwelry 
business on lines similar to those on which 
L. & C. Mayers & Co. operates automati- 
cally are placed in the classification of 
retail jewelers. We have numerous com- 
plaints against firms of this type. No time 
will be lost in getting action to force code 
compliance. The retail trade has its first 
big opportunity to get results in the move- 
ment to clean house. The laws are very 
definite and if violators are prosecuted 
and their unfair tactics exposed through 
widespread publicity, both the jewelry in- 
dustry and the public will benefit. 

“The classification decision defines for 
the first time sales that are wholesale and 
sales that are retail. This long debated 
question has been settled, at least in so 
far as NRA is concerned. If court tests 
are required to put into effect what has 
been decreed by NRA, no doubt it will be 
found advisable to proceed under the 
criminal provisions of the codes. 

“The classification decision in the L. & 
C. Mayers case is the key that has un- 
locked the door that blocked action against 
retailing wholesalers. A few doors still 
remain to be unlocked, but there is good 
reason to believe that in a very short time 
the road will be wide open and then it 
will be up to the retailers and those import- 
ers, manufacturers, producers and whole- 
salers who will play fair to make the 
housecleaning complete.’’ 





Carr’s Jewelry, a store in the new State 
theater building, Tallahassee Fla., opened 
doors to the public recently. Braxton Carr 
is owner and manager of the shop. He 
came to Tallahassee several months ago to 
manage the old Tallahassee Jewelry Co. 





New England Reports Big Jewelry Business 


Sales Indicate More Than Normal Demand but Manufacturers Fee| 
They Are Handicapped Because Code Curtails Unrestricted 
Hours of Employment—Department Stores Will 


Have Difficulty 


in Getting Delivery of 


Merchandise Bought in November 


ProvipENCE, R. I., Oct. 15—The manu- 
facturing jewelers of this city and the 
Attleboros are getting such a big business 
that they are generally disturbed by the 
conditions which prevail in the industry 
under the working provisions of the NRA. 
Notwithstanding this most gratifying re- 
vival of the jewelry industry of New 
England of the past five years the manu- 
facturers cannot lump their production in 
a few months as in old days under un- 
restricted employment. The last month’s 
sales are doomed now to fall far short of 
their full realization because of the in- 
ability of the manufacturers to fill orders 
under the present limitation provisions 
regarding operating hours under their 
own code rules. Virtually all jewelry 
factories in this area are running the full 
allowable limit of 48 hours weekly. There 
are said to be enough orders on hand, or 
waiting to be booked, to keep another shift 
on full time. 

The consequence of the present situa- 
tion will be, according to leaders in the 
industry, that the present season of peak 
business will go down on the books at 
the year-end as under that of so-called 
“normal” years, although the amount of 
business that could have been done had 
production been unrestricted, would com- 
pare very favorably with that of those 
“normal” years. ; 

Jewelry leaders went to Washington 
over a year ago to point out to code 
framers that theirs was an unusual indus- 
try; that the bulk of the year’s business 
was done from August to December; that 
manufacturers were willing to cooperate 
in spreading employment; and, that the 
public could not be educated into buying 
Christmas presents in July. As a result 
of these conferences it was agreed that 
the jewelry industry should have an eight- 
hour differential during busy periods. It 
could operate 48 hours in peak seasons 
and reduce operations sufficiently in dull 
periods to result in an average weekly 
basis of 40 hours for the year. But this 
differential has been found inadequate to 
meet the present rush that the manufac- 
turers had not prepared for. 

Although last year, when business still 
was restricted by the adversities of both 
the jewelry and general business situa- 
tions, the industry was not unduly ham- 
pered by the shortened work-week, it has 
developed that with the demand for 
jewelry somewhere near a normal level, 
manufacturers cannot supply all requests 
for goods. ‘The present substantial up- 
turn in the jewelry business was fore- 
shadowed as early as last June when 
buyers from the larger wholesaling houses 
of the country came here in force to look 
over the industry’s fall and Christmas 
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samples. As a result of the favorable 
reception accorded these samples, orders 
were comparatively heavy in the subse- 
quent months but the manufacturers did 
not employ enough men to meet the de- 
mand that came up. 

At the present time, manufacturers are 
near the peak of the 1934 production 
period which will be reached late in No- 
vember. No orders to speak of have yet 
been taken from the retailing outlets which 
deal directly with the manufacturers. 
These buyers, most of them for depart- 
ment stores, come in for their Christmas 
supplies about the first of November, and 
this year they are likely to run into serious 
delivery difficulties. 

Leaders of the industry are preparing 
once more to invade Washington to lay 
their problem before the NRA code author- 
ities. The attitude here is that while 
the manufacturers were not able to over- 
come the resistance to unrestricted hours 
of employment before, it may be possible 
to convince the authorities now that dam- 
age has been done to the jewelry trade. 
It is unlikely that much can be accom- 
plished on relaxation of hour restrictions 
in time to affect the current year’s pro- 
duction. But it is hoped that with the 
strength of arguments about the present 
situation behind them they will be able 
to effect some change in operating limita- 
tions before another year. 

One of the arguments met by manufac- 
turers is that there is still unemploy- 
ment in the industry. Registrations of 
unemployed jewelry workers with the 
Federal Re-employment Office in this city 
are reported in the neighborhood of 3000. 
Manufacturers claim, however, that on 
the basis of past experience not more 
than 300 are actually unemployed though 
this is denied by the labor leaders. Manu- 
facturers state that it has been found in 
hiring these registrants that not more than 
one in 10 persons is actually what he rep- 
resents himself to be on his registration 
blank. Skilled workers, so-called, have 
not always been proved to be skilled work- 
ers. And unskilled labor has been most 
anything else. Many registrants have 
found employment in other industries, too, 
without giving notice to the Federal office, 
it is claimed. The industry generally still 
has plenty of room for skilled bench hands, 
it is said. The truly skilled craftsman is 
scarce. With the industry now on a full- 
time basis, employment generally is at the 
peak of the present year. 





Jewelers of Scranton, Pa., appeared in 
a body at a recent meeting of council to 
protest against enactment of the proposed 
ordinance which would set up a licensing 
system for all dealers in old gold. 
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Connecticut Chamber of Commerce 
Warns Against a New Jewelry 
“Racket” 


HARTFORD, CONN., Oct. 7.—The Con- 
recticut Chamber of Commerce has called 
the attention of the Hartford Chamber of 
Commerce to what it deems to be a new 
jewelry “racket” which is being worked 
in this state. This says in brief that a 
representative of a Midwest wholesale 
house had called on some of the Con- 
necticut specialty shops offering to con- 
sign a lot of jewelry as per sample sub- 
mitted. However, the Chamber reports, 
when the goods came they consisted of a 
lot of cheap stuff that the parties would 
not display because they were nothing 
like the sample shown. 

The goods were immediately returned, 
collect, but, according to the Chamber, 
the seller refused to accept the same and 
tried to collect the bill. The Chamber of 
Commerce denounces this as one way to 
sell a lot of cheap stuff at a good price. 


Michaels Opens New Store 


BripGeportT, CONN., Oct. 6.—Michaels, 
jewelers and opticians, opened their new 
large store at 1178 Main St., corner of 
Golden Hill St., at 10 o’clock on the 
morning of September 22, with a vast 
throng attending. More than $50,000 has 
been spent on the new store under the 
slogan, “America Must Prosper.” ~*~ 

The exterior of the store is in black 
Carrara with gold letters. The window 
casings and the large clock over the en- 
trance are of solid golden bronze. 

Interior trimmings and fixtures are 
African mahogany trimmed with mitre 
cut glass, while the lighting fixtures and 
all-the-year-around electric fans are of 
chromium. 

Mrs. Martha I. Michaels, wife of Irv- 
ing Michaels, who operates the local 
store as an afhliate of the 12 Michaels 
stores in Connecticut and Rhode Island, 
was showered with scores of huge bas- 
kets of flowers and hundreds of congratu- 
latory letters this morning, wishing suc- 
cess to the new de luxe store. 

Michaels has been established in the 
jewelry and optical line for the past 34 
years, and the first Bridgeport store was 
located at Main and Gold Streets. 


Henry R. Bauer, brother of Mrs. Mi- 
chaels, associated in management of the 
stores, stated this morning that the entire 
project is predicated upon the confidence 
in the slogan, “America Must Prosper.” 

Four months have been taken in pre- 
paring the store with its large optical 
testing room and scores of consultation 
booths and other appointments. 

In advertising, the newspapers have 
been the principal medium, but this year 
an equal amount is being spent on radio 
advertising, over Station WICC. Very 
little direct-by-mail advertising is done. 

The slogan, “America Must Prosper,” 
originated with Michaels about three 
years ago when the new New Haven 
store was opened. It was at the very 
height of the depression and very few 
merchants or men on the street had much 
hope. The sign was painted on the fence 
while the store was being built. It was a 
seven-day wonder in New Haven when 
it was decided to build a very expensive 
store at such a time. In Bridgeport at 
the present time very much the same 
sentiment was expressed by merchants. 


Gilbert A. Helzberg Killed in 
Automobile Accident 


Wicuita, KaAn., Oct. 7—Gilbert A. 
Helzberg, prominent Wichita and Kansas 
City jeweler, was killed in an automobile 
accident 10 miles east of El Dorado on 
Saturday. 

Mrs. Louis Goldblatt of Kansas City, 
who was riding with Mr. Helzberg, her 
brother, when his auto sideswiped a cul- 
vert, was taken to an El Dorado hospital, 
suffering from a broken ankle, numerous 
cuts and bruises. Her injuries were de- 
clared by physicians as not dangerous. 

Mr. Helzberg and Mrs. Goldblatt were 
returning from Kansas City to Wichita 
when the accident occurred. Leaving Kan- 
sas City early Saturday after a visit with 
his brother, Barnett Helzberg, Mr. Helz- 
berg and his sister were driving toward 
El Dorado when the car struck a culvert 
and overturned. Helzberg was killed al- 
most instantly. 

Mr. Helzberg, a member of the firm of 
jewelers who maintain stores in Wichita, 
Topeka, Kansas City, Mo., and Kansas 
City, Kan., came to Wichita from Kan- 
sas City, Mo., nearly 12 years ago after.a 
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notable early success. Establishing the 
Helzberg Jewelry Store at 102 East Doug- 
las Ave., his success here followed that of 
his Kansas City career and he soon be- 
came a leader in business circles of Wich- 
ita. 

Mr. Helzberg was born in Kansas City, 
May 18, 1894, educated in the Kansas 
City public schools and early engaged in 
business there. He is survived by his 
widow and three daughters. 


Local Retail Jewelry Code Authorities 
Authorized 


WasuHincTton, D. C., Oct. 1.—Regula- 
tions covering organization and functions 
of local code authorities in the retail 
jewelry trade have been approved by the 
National Recovery Administration. 

Each such local committee must include 
representatives of each branch of the 
trade operating in the area. The branches 
listed are: Large jewelers, small jewelers, 
credit jewelers (instalment), jewelry de- 
partments of department stores, upstairs 
jewelers, pawnbrokers selling jewelry at 
retail, and jewelry service shops serving 
the ultimate consumer. 

Authorization is given such local code 
authorities to hear trade practice com- 
plaints and to attempt their settlement. 


Imports and Exports of Clocks and 
Watches During August 


Wasuincton, D. C., Oct. 3.—Imports 
of watch movements during August 
amounted to $265,702, of which all but 
$986 came from Switzerland. Imports of 
watch parts during the month amounted 
to $42,640, and of jewels for movements, 
$84,350. 

Clock movements imported during Au- 
gust amounted to $2,123, and that of clock 
parts, $874. 

During August we exported domestic 
mantle, novelty and wall clocks amount- 
ing to $2,822; one-day alarm clocks, $21,- 
427, and other clocks and parts, except 
electric, $20,570. 

Domestic. jeweled watches exported 
during August amounted to $215, while 
watches without jewels amounted to $13,- 
888. Exports of parts of watches during 
the month amounted to $8,492. 





The new Michaels Jewelry Store at Bridgeport, Conn., on the opening day, showing some of the crowd that visited the establishment. 
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Temporary Code Authority of the 
Wholesale Jewelry Industry 


WaASsHINGTON, D. C., Oct. 7—The Na- 
tional Recovery Administration has an- 
nounced approval of the following mem- 
bers to constitute a temporary Divisional 
Code Authority for the wholesale jewelry 
trade, pending the election of permanent 

* members: 

Herbert G. Johnson, J. W. Johnson 

Co., New York; Arthur Manheimer, 


Manheimer Watch Co., Chicago; Lloyd © 


G. Pattee, S. H. Clausin & Co., Minne- 
apolis, Minn.; Howard L. Carpenter, 
Albert Walker Co., Providence, R. I.; 
J. G. Swartchild, Swartchild & Co., Chi- 
cago; A. L. Ellbogen, Stein & Ellbogen 
Co., Chicago; Leo Bauman, Bauman- 
Massa Jewelry Co., St. Louis, Mo.; Ar- 
thur P. Care, E. W. Reynolds Co., Los 
Angeles, Cal.; A. C. Wallenstein, Wal- 
lenstein-Mayer Co., Cincinnati, Ohio; 
W. Merritt Hurlburt, H. O. Hurlburt & 
Sons, Philadelphia, Pa.; Harold Alberts, 
I. Alberts’ Sons, Inc., Boston, Mass.; 
Emil Freyer, Samuel Weinhaus Co., Pitts- 
burgh, Pa.; George H. Edwards, Ed- 
wards-Ludwig-Fuller Jewelry Co., Kan- 
sas City, Mo.; Charles A. Moore, Moore 
DeGrazier Co., Dallas, Tex.; Rutledge 
Simmons, Henry Ginnel & Co., New 
York; Silas Reagan, Baldwin-Miller. Co., 
Indianapolis, Ind.; Sidney Y. Ball, Ball 
Co., Chicago; Jacob Engel, J. Engel & 
Co., Baltimore, Md.; Irving J. Hopfen- 
berg, Irving Novelty Co. New York; 
Sam Sampson, John S. Sampson & Son, 
New York, and Irving Brandt, Irving 
Brandt & Co., Chicago. 





PHILADELPHIA, Oct. 18.—Announcement 
has been made here that the meeting of 
the members of the temporary code au- 
thority recently selected for the wholesale 
jewelry industry will be held November 1 
at the Netherland-Plaza Hotel in Cincin- 
nati. At this time the members will or- 
ganize and take measures to arrange for 
their work in the future. It is believed 
that the permanent Code Authority will 
not be definitely elected for a month or 
two in which time the temporary Code 
Authority will perform the duties for the 
Wholesale Jewelry Industry. 





Blue Eagle Restored to Providence 
Concern 


PRovIpENCE, R. I., Oct. 10—The Blue 
Eagle of NRA has been restored to the 
Clover Bead & Novelty Co., of 5 Mason 
St., this city, it was announced yesterday 
by Le Roy King, State NRA Compliance 
Director. The action was approved by 
the Code Authority for the Medium and 
Low-priced Jewelry industries. Mr. King, 
in anouncing the restoration of the insig- 
nia to the firm, which was penalized sev- 
eral months ago, said: “Through the 
efforts of the NRA Compliance Director’s 
office and that of the United States Dis- 
trict Attorney, an agreement was reached 
providing for an examination of the com- 
pany’s books by an approved firm of cer- 
‘ tified public accountants, and further that 
any irregularities found by the account- 
ants would be adjusted. The expense of 





this examination was borne by the Clover 
Bead & Novelty Co. 

“The examination arranged for has 
been completed and the adjustments made. 
As the Clover Bead & Novelty Co. has 
lived up to its agreement in every respect, 
and has further agreed to comply with 
the code requirements in every particular 
in the future, the Code Authority recom- 
mended, with the approval of the Com- 
pliance Director, that the Blue Eagle be 
restored.” 

Mr. King also revealed that at the re- 
quest of the Code Authority he has made 
a field adjuster available to conduct a 
thorough checkup to see whether code 
labor provision posters are being posted 
in manufacturing jewelry establishments 
as required by the NRA. The State Direc- 
tor emphasized that the checkup is not be- 
ing made because compliance is unsatis- 
factory, but merely as part of a new 
program to make certain that all em- 
ployers of labor are posting labor regula- 
tions where employees can see them. 
“Experience has indicated,” Mr. King 
adds, “that when these labor provisions 
are posted in sufficient numbers and in 
conspicuous places throughout the estab- 
lishments, the employee relationship im- 
mediately improves.” 





Three Men Charged With “Gold 
Selling Racket” and Held in 
$1,000 Bail for Trial 


PROVIDENCE, R. I., Oct. 13—The arrest 
of two Providence men at Fall River a 
few days ago and the arrest of a third in 
this city, exposed an alleged “gold selling” 
racket new to the jewelry industry which, 
police authorities estimate has cost New 
England jewelers and metal reclaimers up- 
ward of $100,000 during the past couple 
of months... This was the selling of metal 
that appeared to be white gold and re- 
sponded to the customary acid and other 
tests for gold. The metal was in strips 
similar to those used for watch bracelets. 
Later it was found that it was not white 
metal but an alloy of stainless steel. 

Today three men, all of this city, were 
arraigned in Second District Court, at Fall 
River, for an alleged attempt to victimize 
Louis Freidberg, manager of the Boston 
Loan Co., at 40 Pleasant St. They were 
found probably guilty and held for the 
Supericr Court in cash bail of $1,000 each. 

Two of the the men went into the Bos- 
ton Loan Co.’s store on Oct. 8 to offer Mr. 
Freidberg “the opportunity of purchasing 
valuable white gold at a bargain.” Mr. 
Freidberg had been victimized within the 
past few weeks by operators of this racket 
and so kept the pair busy pending the 
arrival of the police whom he had sum- 
moned, while he was submitting the ap- 
parent gold blank for a bracelet to the 
usual gold tests. Mr. Freidberg stated 
that the metal withstood the acid test and 
when subjected to the “stone” it stood up 
better than platinum. Since the blank 
weighed approximately 25 pennyweights 
he estimated that he would have paid ap- 
proximately $25 for the steel had he not 
learned from an earlier experience which 
had cost him several dollars. 

Police authorities, recognizing the 
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dangerous character of the “racket,” jm. 
mediately notified the police throughout 
New England and gave jewelers ang 
metal reclaimers warning. It was learned 
that about ten day ago two jewelers jn 
this city purchased a lot of the metal 
after testing it with acid and finding jt 
responded to the white gold test. They 
paid $250 for the lot. Later, discovering 
that it was not gold they notified the 
police, who arrested the man who sold it 
to them. Subsequently the two jewelers 
agreed not to prosecute and the man was 
released from custody. The police did 
not make public at the time that this new 
“racket” was going on. 

It was also learned that Fall River 
jewelers had proven a prolific field for the 
“racketeers” as some half a dozen were 
found by the police of that city to have 
purchased the stainless steel during the 
past few weeks. No formal complaints 
had been made, however, before the Bos- 
ton Loan Co. case, since the majority of 
the brokers preferred to accept the loss 
rather than admit their ignorance of the 
value of the articles accepted. 





Enjoined from Making Jewelry and 

Millinery Costume Ornaments Sim- 
ilar in Design to Others Previously 
Registered by Another Concern 


PRovIDENCE, R. I., Oct. 10—The Ricora 
Manufacturing Co., 104 Point St., this city, 
has been enjoined by Judge Ira Lloyd 
Letts in Federal Court for the District of 
Rhode Island from manufacturing, selling 
or offering for sale certain jewelry and 
millinery costume ornaments similar in 
design to those previously registered by 
another concern with the Design Regis- 
tration Bureau of the Code Authority for 
the Medium and Low-priced Jewelry In- 
dustry. 

The Bureau was established in connec- 
tion with the Rhode Island School of 
Design by the Code to protect original 
designs of jewelry concerns by registra- 
tion. It was charged that the Ricora 
company produced a type of women’s 
hat pin similar in design to one registered 
previously with the Bureau, which is held 
to be in violation of the Code. The origi- 
nal complaint was brought by the Code 
Authority who referred the matter to 
United States District Attorney J. How- 
ard McGrath. 

Judge Letts ordered a decree entered in 
favor of the Government after Thomas 
Parness, said to be the proprietor of the 
Ricora company, admitted the allegations 
as set forth in the Government’s bill of 
complaint. The case is the first of its 
kind in Rhode Island since the advent 
of the NRA. 





There is a suggestion for jewelers 
generally in the news of the discussion 
recently held before the Brides’ Institute 
of the Putnam School of the Y.W.C.A. 
at Grand Rapids, Mich., as published in 
the Grand Rapids Press, Sept. 26. Among 
the many speeches noted was that of Mrs. 
Ralph W. Bulkeley on “New China and 
Glassware,” while R. B. Taft spoke on 
“New Patterns in Silver” and Julian S. 
Leach on “Linens for the Table.” 
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Guilds of the American Gem Society 
Organized in Many Centers 


Guilds of the American Gem Society in 
Wisconsin, Western Michigan, Columbus 
and Cleveland have already been suc- 
cessfully organized and committees ap- 
pointed in these regions and in Eastern 
Pennsylvania, Western Pennsylvania, 
Eastern New England, Western New Eng- 
land. Virginia, Georgia and Tennessee 
will organize guilds this fall. Commit- 
tees appointed in Ontario, Canada, East- 
ern and Western New York and Eastern 
Michigan will organize guilds in January. 

A partial list of guilds and their per- 
sonnel follows: These committees will 
also act as committees of certification for 
the guild and for graduate members of 
the society in their section: 

In Boston and Maine sections, E. W. 
Carter of Carter Bros., Portland, Me.; 
E. W. Hodgson of Hodgson, Kennard & 
Co., Boston; Mr. Kingman of Smith- 
Patterson Co., Boston, and Fred G. 
Thurber, Tilden-Thurber Corp., Provi- 
dence. 


In Western New’ England: Fred 
Kahl, Pittsfield; Mr. Kirby of Samuel 
Kirby & Sons, New Haven, Conn.; 
Arthur L. Terwilligen, Phillip Stevens 


Co., Hartford, Conn.; A. F. Stevens, True 
Bros., Inc., Springfield, Mass. 

In Eastern Michigan: Messrs. Mathe- 
son of Traub Bros., Detroit; Ferguson of 
Warren Co., Detroit; Arthur Schlanderer 
of Schlanderer & Seyfried, Ann Arbor. 

Central Ohio Guild: Messrs. Harring- 
ton, Columbus; H. E. Hawk of Argo & 
Lehne, Columbus; Chas. Henn of Henn & 
Henn, Chillicothe, O.; D. O. Hohenstine, 
Columbus; Walter Luchtenberg, Colum- 
bus, and Mr. Thoma, Piqua, O. 

Western Pennsylvania Guild includes: 
Paul Hardy, Hardy & Hayes Co., Pitts- 
burgh; F. A. Keating, Grogan Co., Pit s- 
burgh; H. W. Rehn, Terheyden Co., Pitts- 
burgh; Mr. Powell, W. J. Lukens Co., 
Wheeling, and Paul F. Sellers, Sellers & 
Co., Altoona. 

Western Michigan: H. C. Finley, Kala- 
mazoo; May Dorsey Hicks, Battle Creek; 
Mr. Hildemeyers of Heath’s, Lansing; 
Roy Taft of Herkner Co., Grand Rapids 

Wisconsin: Messrs. Possin of Boszhardt- 
Possin Co.; Schneider of Louis Esser Co., 
Milwaukee; Wm. Schwanke, Milwaukee; 
Earle Tranger, Racine; Wellentin, Mad- 
ison; Fischer, Appleton. 





Graduate Members American Gem 
Society 


The following members of the trade 
have recently passed the examination 
which entitles them to use the title 
“GRADUATE MEMBER AMERICAN 
GEM SOCIETY.” 

CALIFORNIA: George Kerrigan, San 
Diego; Leo Kirchoff, Long Beach; W. R. 
Leonard, Los Angeles, and Mary C. Mand, 
Long Beach. 

ILLINOIS: G. A. Arbogast, Chicago. 

IOWA: L. A. Lower, Cedar Rapids. 


MASSACHUSETTS: Douglas E. 
Nathan, Fitchburg. 
MISSOURI: W. B. Jaccard, Kansas 


City. 
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MONTANA: James W. Uncles, Butte. 

NEBRASKA: J. W. Davis, York. 

NEW YORK: John R. Hackes, New 
York City. 

OHIO: H. E. Hawk, Columbus. 

TEXAS: Myron Everts, Dallas. 





QUALIFYING CERTIFIED GEMOLOGISTS 

The following persons have passed the 
Qualifying Certified Gemologist examina- 
tion of the Gemological Institute of 
America, permitting them the use of this 
title: Basil B. Felts, Cleveland, Ohio; Earl 
E. Jones, Cleveland, Ohio, and Eugene O. 
Muth, of Charles Muth & Sons, Phila- 
delphia, Pa. 





New Members of Precious jewelry 
Code Authority to be Elected 
November 18 


Two new members of the Code Author- 
ity of the Precious Jewelry Producing In- 
dustry will be finally elected on Nov. 18. 
Acting under the notice to the trade pub- 
lished in October, nominations for the 
two vacancies were made by the various 
industries of the Precious Jewelry Trade 
including the Congress of Precious Jewel- 
ry Producers, the Platinumsmiths of New 
York, the Gem and Pearl Dealers Asso- 
ciation, the Jewelry Crafts Association 
and, in addition, by a large number of 
individual firms. All of these nominations 


Old Gold Thief Uses Flat Iron 
to Smash Jewelry Store Window 


AsBury Park, N. J., Oct. 6—A flat 
iron, wrapped in a cloth and _ hurled 
through the window of the jewelry store 
of Harry Hyman, 703 Cookman Ave., 
this city, last Saturday allowed a thief 
access to approximately $600 in old gold 
which the jeweler said is missing. 

The iron, with the cloth still around it, 
was found by Hyman’s son when he came 
to the store. Police had already been 
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agreed in designating Walter N. Kahn 
of L. & M. Kahn & Co., and Jacob Mehr- 
lust to succeed themselves on the Board. 

Under the by-laws under which the 
Code Authority is elected, these nomina- 
tions had to be in by Oct. 18 and there- 
after any person subject to the Code 
Authority who has fulfilled his obligations 
under the Code may vote for the people 
running for the vacancies to be filled. In 
each case the vote must be signed and 
contain the address of the voter and mail- 
ed to the Congress of Precious Jewelry 
Producing Industry at 608 Fifth Ave., on 
or before Nov. 15. 

On Nov. 18, an opportunity will be 
given to every member of the industry 
entitled to vote who has not yet voted in 
writing, as previously provided. He can 
cast his ballot at the office of the Congress 
on the 10th floor of 608 Fifth Ave., be- 
tween 2.30 and 4 o’clock on that day. 

The vote will be canvassed by three 
tellers, one appointed by the Administra- 
tion Member, one by the Code Authority 
and one by the Congress of Precious 
Jewelry Producers, Inc. 

Joseph L. Hecht, Inc., of Norfolk, Va., 
at Hampton Blvd. and 40th St., has an- 
nounced the purchas2 of the stock and fix- 
tures of Maste:s Jewelry Co., Inc., 336 
Granby St. 





advised and a small crowd gathered to 
watch the investigation. 

Captain Burke was furnished with the 
description of a man seen loitering in 
front of the window, observing its con- 
tents closely. Officer Frank H. Rowland, 
Jr., fingerprint expert, secured a number 
of good prints from the broken window. 
Curious pedestrians were attracted bya 
large hole in the window of the store. 
The iron passed through the front win- 
dow and a plate glass door at the rear of 
the show window to land on the floor in 
tack of a counter. 





Window at the store of Harry Hyman, Asbury Park, N. J., after visit of old gold thief 
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Industrial Jobbers Ask Exemption 
From Wholesale Jewelry Code 


WaASsHINGTON, D. C., Oct. 24.—The Na- 
tional Recovery Administration announces 
a hearing under the Wholesale Jewelry 
Trade on Nov. 13. This will cover the 
application made by L. & C. Mayers Co., 
the American Wholesale Jewelry & Gift 
Wares Association, E. L. Rice & Co., 
Moore & Evans, the Fort Dearborn Mer- 
cantile Co., Scott & Davis Co., and others 
for an exemption from the provisions of 
the Wholesale Jewelry Code. 

Notice has been given that the public 
hearing on these exemptions will be con- 
ducted by the Deputy Administrator, 
Tuesday, Nov. 13, in the East Lounge of 
the Ambassador Hotel, Washington. They 
will begin at 10 a. m. and continue until 
completed. An opportunity will be given 
for workers, employers or consumers to 
express their views by presenting facts 
orally. 





Name and Goodwill of May & Malone 
Co., Inc., Bought by Edward Richter 
and Fred W. Fehr, of Cincinnati 


CuicaGco, Oct. 24.—Right to use the 
name of “May & Malone Co., successors 
to May & Malone, Inc.,” and the good- 
will of that concern were purchased on 
Oct. 23 by Edward Richter and Fred. W. 
Fehr, of the Richter & Phillips Co., Inc., 
Court and Main Sts., Cincinnati. The 
business trading under this name will be 
operated by them as a concern separate 
from the Richter & Phillips Co., but with 








quarters at the same address in Cincinnati. 

The stock and assets of the May & Ma- 
lone Co., Inc., which were the property of 
Harry Swarts, Joseph Swarts, of Swarts 
Bros., Chicago, and Max Getzup, of the 
Mayor Jewelry Co., Inc., Cincinnati, were 
all sold at auction on Oct. 16, 17 and 18, 
by Michael Tauber & Co., at 37 S. 
Wabash Ave. The stock was disposed of 
in parcels to many buyers here in Chicago 
and is reported to have hrought very 
satisfactory prices. 

May & Malone, Inc., was formerly in 
bankruptcy and federal equity. The stock 
of diamonds, watches and jewelry, and 
accounts and other assets, were valued, 
before the sale, at $200,000. Since this sale 
Messrs. Swarts and Getzup are com- 
pletely disassociated with the business or 
the name of May & Malone. 





J. Alexander Hardy Dies of 
Heart Attack 


PITTSBURGH, Pa., Oct. 26.—J. Alexander 
Hardy, known throughout the country as 
one of the outstanding jewelers of the 
east, who, with Harry B. Hayes, founded 
the company of Hardy & Hayes in Pitts- 
burgh 46 years ago, died on the night 
of Oct. 25 of a heart attack. He was in 
his early seventies. He was first taken 
ill on Friday, Oct. 19. 

Mr. Hardy’s first association with the 
jewelry trade was with W. W. Wattles 
of this city over a half a century ago. 
After being in the employ of this con- 
cern for a number of years, he and Mr. 
Hayes, also a Wattles employee, started 





in business for themselves in 1888, Their 
first store was in a small room at 533 
Smithfield St. The growth of the busi. 
ness led to removal into new quarters in 
a new building especially erected for the 
prospering concern, at 529 Smithfield ¢, 
The next move, also caused by need for 
more space, took them to 211 Fifth Ave, 
and soon after they took over the whole 
building at Nos. 213-215 Fifth Ave., o¢. 
cupping its four floors as a completely 
equipped jewelry store. Today the Hardy 
& Hayes Co., Inc., is at 529 Wood St. 

At the time of his death, Mr. Hardy 
was president of the concern. Mr. Hayes 
retired from business about 10 years ago 
and is living in North Carolina with his 
sons. Mr. Hardy’s sons, Paul and Nor. 
man, were associated with him in the 
business. Paul S. Hardy is vice-president 
and merchandising manager. 





Four Providence business concerns en- 
gaged in safety campaigns with other 
concerns in similar lines of business all 
over the United States had the highest 
ratings in the frequency and_ severity 
summary of accidents for 1933, the safety 
department of the Automobile Club of 
Rhode Island has been informed by the 
National Safety Council. Firms given 
the highest ratings in their business clas- 
sification include two manufacturing 
jewelry plants—Ostby & Barton Co. and 
Williams & Anderson. The J. J. White 
Manufacturing Co. was ranked third in 
its classification, and was given an im- 
proved rating of 100 per cent between 
1931 and 1933. 





Advertising Has No Value 


UNLESS IT STATES FACTS 


The nationwide response to our policy of honesty 
and accuracy has necessitated our removal to greatly 
enlarged quarters. 


It is to your advantage to remember that our 40 Years 
of experience and our improved facilities are always 


at your service. 


We are Licensed Refiners—licensed by the govern- 


ment to buy and sell gold to the trade. 


SEND US 


your OLD GOLD, Gold Filled, Silver and Platinum— 


and be sure of accuracy and promptness. 


63c per Karat, per Dwt. 





We pay 


JOSEPH B. COOPER & SON 


26 JOHN STREET, NEW YORK, N. Y. 


Refiners and Smelters of Precious Metals 
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New York Horological Society to 
Start “Technical Club” Meetings 
Nov. 9 


The plan of Benjamin Mellenhoff, 
president of the Horological Society of 
New York, Inc., which is to provide an 
opportunity for technical education of the 
younger’ members of the watchmakers’ 
craft, will be put into effect on Nov. 9 
in the form of the first meeting of the 
Society’s Technical Club. 

These gatherings will be held weekly, 
on Friday, from 7 to 11 p. m., in a room 
in 150 W. 85th St., New York, the build- 
ing in which the regular monthly meet- 
ings of the Society are held. 

Mr. Mellenhoff will deliver the first 
lecture, inaugurating the club’s activities 
with a description of the Hamilton Watch 
Co.’s factory, which he visited recently. 
There will be opportunity for questions 
at each of the club meetings, and for dis- 
cussions of a technical nature. 

The library of the society will in the 
future be housed in the Technical Club’s 
room, on the fourth floor. 

The next regular meeting of the Horo- 
logical Society will be on Nov 6, and as 
“charter night” will celebrate the receipt 
from Albany of the organization’s charter 
of incorporation. . 


——_—_-— 


Louis A. Jackes, Head of Jones & 
Woodland Co., Inc., Dies 
Suddenly of Stroke 


Newark, N. J.—Louis A. Jackes, who 
for 41 years was associated with the well 
known jewelry manufacturing concern of 
Jones & Woodland Co., Inc., of this city, 
and president of the company for the 
past year, died suddenly of a stroke at 
12.10 a. m. the morning of Oct. 18. He 
had been to the office on Wednesday, and 
attended a motion picture in the eve- 
ning, and the stroke, which overtook him 
in bed at his home, 16 Madison Ave., 
Montclair, came as a complete shock to 
his family and to everyone who knew 
him. He would have been 58 years old 
in November. 

Born in Newark, Mr. Jackes began in 
the jewelry business when he was 14, 
in the employ of the Larter, Elcox Co. 
Two years later, in 1892, he joined the 
firm of Jones & Woodland, that concern 
having been established but a short time, 
and remained with it for his entire life. 
He started as an office boy. In 1906, when 
the business was incorporated, he was 
made secretary of the firm, and in 1916, 
upon the death of William H. Jones, 
then president, he became first vice-presi- 
dent. He held this position until 1933, 
when he succeeded Theodore M. Wood- 
land as president. 

Mr. Jackes had charge of the manufac- 
turing end of the business. During the 
World War he supervised the construc- 
tion of a great number of airplane com- 
Passes made by the firm for the United 
States Navy. 

He was a member of the Glen Ridge 
Country Club, and the Glen Ridge Con- 
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gregational Church, from which the 
funeral was held on Oct. 23. 

Surviving are his widow, Mrs. Louise 
Bowes Jackes; two sons, William Tipson 
Jackes, and Louis A. Jackes, Jr.; a 
brother, Herman Jackes, and two sisters, 
Mrs. Grace Bowers and Mrs. Helene 
Neumanns. 


A New Suit Alleging Infringement of 
Patent on Wrist Watch Strap 
Attachments 


Alleging infringement of patent rights 
in the manufacture and sale of wrist 
watch shop attachments, the Kreisler- 
Stern Co., Inc., 136 W. 52nd St., New 
York, on Oct. 22 instituted suit in the 
United States District Court in New York 
against The Hadley Co., Inc., Providence, 
R. I. The action demands injunctive re- 
lief and an accounting for profits. 

The suit which was brought by Edwin 
Levisohn of Levisohn, Niner & Levisohn, 
involves a patent covering a wrist watch 
attachment issued Feb. 15, 1927, to Jacques 
Kreisler (No. 1617954) and it was later 
assigned to the corporation which is now 
controlled by Kreisler-Stern Co. It is 
claimed that the action of the defendants 
in manufacturing and selling the alleged 
infringing attachment caused irreparable 
damage to the complainant company and 
in addition to injunctive relief and ac- 
counting, the complainant asks all infring- 
ing articles be impounded. 

The subpoena and complaint were 
served at the New York branch office of 
the defendant company and no answer 
has yet been filed though it is reported 
this suit may result in a cross suit be- 
tween the parties. 


Augustus F. Dejonge 


Augustus F. Dejonge, widely known 
and respected during his 60 years of as- 
sociation in the New York jewelry trade, 
and since 1924 president of a retail store 
in 9 E. Forty-sixth St., died at his home 
in Tompkinsville, Staten Island, on Oct. 
15 after a short illness. Death came as 
a result of complications which set in 
after a heart attack. Friends said that 
the successive shocks which he suffered 
frdbm the loss of his son, Sidney, in 1924, 
his wife, two years ago, and his brother, 
Julius, who died four months ago, were 
chiefly responsible for his failing health. 
He was 74 years old, and at the time 
of his death had been returned but two 
weeks from a European tour. 

Born in Stapleton, Staten Island, in 
1860, Mr. Dejonge lived there all his 
life. At the age of 14 years he started 
in the trade as an apprentice with J. 
Wienhold, manufacturing jeweler then at 
180 Broadway. He continued there after 
serving his apprenticeship, working at 
the bench for 10 years, and after that 
was foreman of the shop until 1895 when 
the firm was dissolved. 

He went into the manufacturing busi- 
ness on his own account in April of that 
year, locating at 24 John St. In 1916 he 
incorporated, taking his twe sons, J. Ed- 
ward and Sidney F., and James N. 
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Hogan in as members of the firm. The 
business was at that time moved to 49 
Maiden Lane. After the death of Sidney 
the firm continued as a retail business at 
9 E. Forty-sixth St., where it has quar- 
ters today. 

He is survived by one son, J. Edward 
Dejonge, who with Mr. Hogan will con- 
tinue the business, and a granddaughter, 
Mrs. Barbara V. Edmond. 





Benefits of Controlled Distribution 
Felt by Brooklyn Jewelers 


Members of the Brooklyn Retail Jewel- 
ers Association reported definite increases 
in sales traceable to the new manufac- 
turers’ policy of controlled distribution, at 
the meeting held Oct. 11 in the Johnson 
building. One jeweler said that he had 
recently sold some silverware to an em- 
ployee of a public utilities concern, some- 
thing which had not happened for years, 
the business having gone to so-called “re- 
tailing wholesalers.” 

An attempt on the part of a southern 
wholesaler to get watches now sold under 
the controlled plan was also reported. A 
member of the association said that he had 
been approached by a salesman for a dia- 
mond concern who offered 10 per cent 
above the invoice price on these watches 
on behalf of the wholesaler. The retailer, 
of course, refused, realizing that in all 
likelihood, watches so obtained would be 
used as a competitive weapon against his 
fellow retail jewelers. 

Phineas Peters, president of the asso- 
ciation, pointed out that finally, after years 
of agitation on the part of cash jewelers, 
a differential in price has been established 
between cash and instalment jewelers, 
through the code of advertising ethics re- 
cently adopted voluntarily by the instal- 
ment jewelers of New York and surround- 
ing territory. 

The decision of the NRA on the L. & C. 
Mayers Co., Inc., case, rendered Oct. 6, 
was received by the members as a great 
victory. (Full story of this decision ap- 
pears in another column.) The members 
estimated that, basing their computations 
on the Federal Trade Commission stipula- 
tion as to the divisions of the catalog 
house’s interstate business, from 60 per 
cent to 8714 per cent of such sales would 
fall under the jurisdiction of the Retail 
Jewelry Code, as a result of the classifica- 
tion in this decision. 

Robert Lipton was chosen as chairman 
of the arrangements for the annual banquet 
of the association, tentatively set for the 
last Sunday in February. 





Frederick Sulzberger 


Frederick Sulzverger, of Sulzberger 
Bros., for years in the jewelry business 
at 38 Maiden Lane, who retired in 1925, 
died Oct. 1 at his home, 25 E. 86th St., 
at the age of 68. Death was caused by 
complications of injuries he received in 
an automobile accident about a year ago. 

Surviving are two brothers, Municipal 
Court Justice Myron Sulzberger of New 
York, and Milton Sulzberger, of Provi- 
dence. 
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For Jewelers, Exclusively ! 


“CHRYSANTHEMUM” 


The New Holiday Feature in 
Hand-Engraved Glass Ware 


941/419-7 


$5.00 
? 


1176/431 $750 





Suggested Retail Price Below Each Item 


AN AMAZING OFFER 


This Trial Assortment of 46 pieces 

J-1315-3—Ice Tub and Tongs 

J-1217/1218—Three Piece Console Set 

J-941 /419-7—"Old-Fashioned" Set with Bitters Bottle 
(Six Glasses) 

J-637—Center Bowl 

J-455/559—Martini Set (Six Glasses) 

J-956/503—Wine Set (Six Glasses) 

J-497G /840|—Cocktail Set (Six Glasses) 

J-635—Twelve-inch Cylinder Vase 

J-672—Twelve-inch Footed Flaired Vase 

J-510—Pair of Footed Compotes 

J-1300—Ash Tray 

J-1176/431—Beverage Set (Six Glasses) 


NET COST TO YOU $25 


Each Item Packaged in Individual Cartons 


DUNBAR GLASS CORPORATION 


Dunbar, West Virginia 
New York Sales Rooms - - - - - - 1107 Broadway 
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Installment Jewelers in New York 
Area Organize 


Growing out of the more closely knit 
trade activities which have become neces- 
sary under the Retail Jewelers Code, the 
credit jewelers of New York and New 
Jersey have formed an organization the 
membership of which firms together oper- 
ate a total of 51 stores in these states. The 
organization meeting was held Oct. 11 jn 
the Hotel Taft. 

The first step toward forming the agso- 
ciation was taken at a luncheon meeting of 
representatives of 25 of the more impor- 
tant concerns on Aug. 21, when the follow- 
ing committee was chosen to draft by-laws 
and a constitution: Chairman, C. M. Brad- 
bury (Royal Diamond & Watch Co., Inc.) ; 
Mortimer S. Abelson, (Abelson’s, Ine., 
Newark); Alvin Baer (Baer’s American 
Watch & Diamond Co., Inc.), and Eliot 
Hirshberg, Finlay-Straus, Inc. The pat- 
tern for many of the proposed activities 
of the new group was found in the Code 
of trade practice standards adopted last 
June by the major portion of the firms. 

The purposes of the association, which 
will incorporate under the name of “As- 
sociated Credit Jewelers of New York and 
New Jersey,” were defined by the organ- 
ization committee, as follows: 

1, To demonstrate to jewelers the bene- 
fits to be derived from a high standard 
of business ethics. 

2. To study phases of the installment 
business with a view to mutual benefit. 

Special committees will be chosen to 
pursue this research, some of the subjects 
being: Uniform selling contracts, markup, 
exchange of credit information with deal- 
ers in other lines, operating costs, uniform 
service for advertising cuts, legislation, 
and cooperation in code administration. 

Officers elected are as follows: Eliot P. 
Hirshberg, president; C. M. Bradbury, 
first vice-president; M. S. Abelson, sec- 
ond vice-president, and Alvin Baer, trea- 
surer. William Wagner, who has acted in 
an advisory capacity to the group through- 
out the formative stages of the association, 
volunteered to serve as temporary secre- 
tary. His offer was accepted. 

Various committees were appointed by 
President Hirshberg, conforming with the 
suggestions of the organization committee. 

Firms represented at the meeting and 
those who sent word that they wished to 
be included among the charter members 
of the association, are as follows: 

Abelson’s, Inc., Newark; Murray’s 
Credit Jewelers, New York; Finlay-Straus, 
Inc.; Busch Jewelry Co., Inc.; Robinson 
Jewelry Co., Inc., Newark; Meier Credit 
Co., Hoboken; Howard Co., Newark; 
Metro Sacks Co., New York; Tappin’s, 
Inc., Newark; Williams Jewelry, Inc., 
Richmond Hill, L. I.; Rundback-Chapman 
Co., Inc., New York; Mesris Outfitting Co., 
Inc., New York; Royal Diamond & Watch 
Co., Inc.; Freeman & Bird, Inc., Newark; 
Godin's, Inc., Brooklyn; Hoff’s Jewelry 
Co., New Rochelle; Baer’s American Dia- 
mond & Watch Co.; Castelberg’s Bee Hive 
Jewelry Co., Inc., Newark; Castle Co., 
Inc., New York; Castle Jewelry Co., Inc., 
Brooklyn; Ludwig Bauman & Co., Inc.; 
Sachs Furniture Co., Inc., Bronx; Fifth 
Ave. Jewelers, Inc., New York. 
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Van Berckelaer Clarifies New York Times Report of 
Diamond Cutting Operations in Germany 


Printed under the heading, “Diamond 
merchants have moved to Reich,” the New 
York Times dispatch from Brussels, Bel- 
gium, of Sept. 19, reported that “A large 
diamond cutting factory at Deurne, a sub- 
urb of Antwerp, has just moved to Hanau, 
Germany, taking along its cutting mills 
and other trade apparatus.” 

The report went on to state that “The 
municipality of Hanau is said to have 
donated a piece of ground and taken a 
mortgage on the factory at Hanau to 
induce the diamond cutters to come to 
Germany, where operations connected 
with gem cutting are carried out 40 per 
cent cheaper than at Antwerp, because the 
German Government allows payment in 
dollar bonds or Sperr marks. 

“The removal of this factory coincided 
with the signing of a commercial agree- 
ment between Belgium and Germany ar- 
ranging for an office of compensation, 
through which all payments between the 
two countries will be made in the future.” 

Lodewyck Van Berckelaer, member of 
the Belgian Commission of Defense 
Against German Dumping, offers the fol- 
lowing reply to these statements in a let- 
ter to THE JEWELERS’ CIRCULAR: 


Editor, THE JEWELERS’ CIRCULAR: 


Visiting New York, the article in the 
New York Times of Sept. 30, 1934, was 
brought to my attention. 

As the Secretary of the “Wereldverbond 
van Diamantbewerkers” (International 
Alliance of Diamond Cutters), President 
of the Belgian Bond and member of the 
“Commission of Defense against German 
Dumping” I am qualified and able to judge 
that the Times correspondent is correct 
in his account of the general facts but 
quite wrong in some of the most important 
details. 

It is not correct to state that a large 
diamond cutting factory moved from 
Deurne, an Antwerp suburb, to Hanau. 
The owners of the plant in question, 
Onckelinckx and Adriaansens, are not mer- 
chants, nor are they independent manu- 
facturers, nor even cutters at all. They 
are sawyers who obtain their diamonds 
from various manufacturing diamond-cut- 
ters and saw them for a-stipulated com- 
pensation. In other words, they are 
commission workers or jobbers for the 
manufacturers. Their plant offers employ- 
ment for about 20 diamond sawyers (about 
400 sawing machines). It is therefore far 
from accurate to speak of a large diamond 
cutting plant moving to Germany. 
In all of Germany there is not an inde- 
pendent manufacturer or merchant. They 
are all commission workers (or jobbers) 
who receive their work from Holland or 
Belgium. The German Government does 
its level best to obtain as much work as 
possible from foreign sources and helps 
its jobbers through the use of the Sperr- 
marken (Dollar bonds) which means, in 
fact, that the Government makes these 
jobbers a present of about fifty per cent 
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in the payment of overhead and wages, 
since the Sperrmarken are used to pay 
salaries, overhead, etc., and since they can 
be had for about fifty per cent of the real 
value of the mark. That is the reason for 
the creation of the Commission of De- 
fense, in Holland and Belgium. That sort 
of competition is in reality the most unfair 
kind of dumping hence the “Commission 
of Defense Against German Dumping.” 

There has been an amount of corres- 
pondence between the Commission of 
Defense and Germany. This led to a 
conference in Luxemburg, where I was 
present. There the Commission stated that 
it was perfectly willing to discontinue its 
action provided the Germans would stop 
their unfair dumping methods. Since Ger- 
many definitely refused to do this, any 
further negotiations became impossible. 

The-above will make it clear that the 
Commission of Defense in Holland and 
Belgium did not originate from the fact 
that there were unemployed in these coun- 
tries. It was created out of the necessity 
of defense- against the dumping methods 
of the German Government, which were 
ruining prices all over the world. Let the 
German Government stop the dumping 
and the Commission of Defense will dis- 
appear immediately. 

At one time there were about 4600 men 
working in Germany, now there are about 
1500. Naturally, the Germans are trying 
to get around the Commission’s measures 
by underhanded means including Sperr- 
marken (Dollar bonds) and smuggling. 
But whether even these tactics will help 
them very much remains to be seen. 

I felt called upon to make the foregoing 
remarks because I know how widely read 
your paper is and because of the authority 
it carries in the jewelry trade. 

Thanking you most sincerely, I am, 

Cordially yours, 
Lodewyck Van Berckelaer. 


United States Border Patrol Seizes 
Smuggled Swiss Watch Parts 


Fort Er1£, ONTARIO, Oct. 16—Smuggling 
of Swiss watch parts from Canada to the 
United States is creating the latest prob- 
lem for Buffalo Customs and Coast Guard 
officials. In recent weeks three large 
seizures have been made. The first was 
that of about $4,000 worth of this product 
in the spare tire of an automobile, the 
second a smaller seizure on the American 
side, and the third and largest that of 
$20,800 worth, in a fast motor boat. 

The United States border patrol appar- 
ently had a tip on the third seizure for 
a cutter lay in wait for a fast motor boat, 
pursuing it as it crossed the upper Niagara 
near Grand Island, New York. The craft, 
a speedy one, and equipped with expensive 
dual Diesel engines was apparently driven 
by an intrepid border smuggler, for under 
a command from the Coast Guard to 
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halt the man at the wheel paid absolutely 
no attention, but increased speed. It was 
then that Capt. Lee H. Stephenson fired 
the machine gun mounted on the deck of 
the patrol cutter, and a hail of bullets 
swept the water about the speed boat. Its 
lone occupant succeeded in beaching it on 
Grand Island and escaping in the woods 
which dot its western side. He made a 
clean getaway although he lost his valu- 
able craft, worth several thousand dollars. 

Swiss watch parts have an unusually 
high rate of duty when imported legally 
into the United States. The Canadian 
tariff is much lower, and thus has been 
worked up an extensive trade. It is esti- 
mated the recent seizures total about $30,- 
000, but the question which is worrying the 
United States border preventive forces is 
how much is trickling over the border 
about which it hears little. A recent sur- 
vey indicated the eastern states of the 
United States are being liberally supplied 
with them. A comparatively small pack- 
age of the watch parts totals considerably. 

Felix Quigley who has just been pro- 
moted to the post of deputy collector of 
customs for the Peace Bridge, Fort Erie 
ferries and Buffalo airport, states the prob- 
lem is the worst one facing his force today. 
With the United States handing out sum- 
mary punishment to dope smugglers when 
they are caught with long terms in fed- 
eral jails, men formerly engaged in the 
liquor running business are said now to 
have turned to the smuggling of these 
watch parts. 

That the band working at it is an in- 
trepid experienced one is demonstrated 
by comparative indifference of the mem- 
ber who with the waters about him being 
literally peppered with shots, which an 
examination of the craft when it was cap- 
tured showed had hit it in a number of 
places, continued on his way. 

United States officials now believe that 
considerable of this class of contraband is 
likewise being smuggled in by airplane. 
This latter method is a very hard one 
to combat, they say. 


Imports of Gems During August 


Wasuincton, D. C., Oct. 3—A pre- 
liminary report of the Bureau of Foreign 
and Domestic Commerce gives the im- 
ports of diamonds, precious and semi- 
precious stones during the month of 
August. According to this, the total value 
of the diamonds brought in during the 
month was $1,039,611, of which the value 
of the rough or us.cut gems is given at 
$282,912 and that of the cut but unset 
diamonds, $756,699. The greater part of 
the rough, $233,845, was brought from 
Belgium, which also sent us over half of 
the cut diamonds imported. During the 
same month glaziers’ and engravers’ 
diamonds amounting to $134,537 were 
brought in. 

During August we imported pearls to 
the amount of $41,094; rough precious 
stones, $1,972; cut precious stones, $43,- 
285; imitation gems (except opaque 
stones), $89,536, and opaque stones and 
imitation pearls, $2,069. 









































This ‘short-cut’ loca- 
tion saves Time and 
Money in New York... 


The Piccadilly is “close to every- 
thing.” Ninety per cent of your 
calls are within a few minutes’ 
radius of this new hotel, and its 
short-cut location will save time 
(and taxi fare) in covering the 
town. 


And when you need relaxation, 
you are right in the center of thea- 
tres and amusements . . . to say 
nothing of the Piccadilly’s own 
“Silver Lining” Cocktail Room... 
Perfect. De luxe dinner with 
dancing in the Georgian Room. 


The Treasurer himself will ap- 
plaud your keen sense of values 
in choosing this hotel, where com- 
fortable rooms and delicious meals 
are bargains. 


RATES FROM 


"2.0 


ROOM WITH BATH 
450 Outside Rooms 


Hotel 


PICCADILLY 


45TH STREET, WEST OF BROADWAY 
W. STILES KOONES, Managing Director 











Watch Dial “Racket” Exposed 


Two Men Arrested and Accused of Forging Trade Marks of 
Known Makes After Investigation Covering 
Nearly a Year 


Arrest of «two men charged with 
forgery of trademarked watch dials on 
Oct. 18 came as the climax of an in- 
vestigation started nearly a year ago by 
two large makers of American watches. 
This “racket,” which has enjoyed a 
mushroom growth since the revaluation 
of gold, is said to have flooded the coun- 
try with worthless watch movements, 
cheaply cased with spuriously stamped 
dials bearing the names of reputable 
watch manufacturers. 

An indication of the volume in which 
these watches are sold is found in the 
weekly production of the factory said to 
have been operated by the arrested men, 
which is set roughly at 4000 dials a week. 
This business is estimated to have yielded 
about $500,000 annually, and is believed 
to have been going on for about 18 
months. 

The disclosure was made by Richard 
C.. Murphy,. for many years associated 
with the jewelry trade as counsel for the 
Jewelers’ Security Alliance, and who is 
now also legal representative for the 
Elgin National Watch Co., and the Wal- 
tham Watch Co. ‘The _ investigation, 
which led to the arrest of the alleged 
dial forgers, was carried on by private 
detectives working under Mr. Murphy’s 
supervision. 

The prisoners said they were Dr. 
Harvey Ohan, whe claimed to hold a 
medical degree from a Turkish uni- 
versity, and Harry Markarian, an Ar- 
menian metal worker and engraver. The 
arrests were made in the factory of 
which, it is charged, Ohan and Markar- 
ian are the sole owners, at 43 Lexington 
Ave. The plant consisted of a large 
stamping machine, some sheet metal re- 
sembling brass, and materials for finish- 
ing the dials with a coating of porcelain. 
Twelve men worked there as factory 
employees. 

Ohan and Markarian were arraigned 
on Oct. 24, before Magistrate Irwin of 
the Fourth District Court and released 
in $1,000 bail each, pending a hearing 
set for Oct. 31. 

Among the names and_ trademarks 
forged on the dials were the following: 
Elgin, Waltham, Hamilton, Illinois, How- 
ard, South Bend, Hampton, Bulova, 
Studebaker, Liema and Cima. 

Mr. Murphy told a representative of 
THE JEWELERS’ CIRCULAR that about 15 
men worked as salesmen for the alleged 
forgers, traveling throughout the coun- 
try. The false dials were sold, he said, 
to jobbers and retailers alike. He esti- 
mated that as many as 2,500,000 of the 
spurious dials have been sold to the 
trade during the past year and a half. 

The prisoners, said Mr. Murphy, told 
him that they were perfectly aware that 
what they were doing was illegal, and 
claimed that they were waiting until 
their process of manufacture was perfect, 
at which time they would try to sell the 
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dials to the watch manufacturers for 
legitimate use. ‘They said also, accord- 
ing to Mr. Murphy, that they shipped 
all orders by express to avoid infringe- 
ment of the postal law banning fraud- 
ulent use of the mails. 

The revaluation of gold was the chief 
cause for the rapid growth of the dial 
forging business, the attorney said. Con- 
sumers would sell the cases of their old 
watches for their gold value, and old 
movements lacking cases accumulated, 
These movements, it is believed, were 
placed in cheap cases and given dials 
with the names of leading manufacturers 
stamped upon them and then sold to a 
gullible public. 

The effects of this traffic were seriously 
felt by the manufacturers, who received 
many complaints from swindled pur- 
chasers of these “watches,” with the re- 
sult that they retained Mr. Murphy to 
pursue the investigation and track down 
the racketeers. 

The fake dials, it is said, were sold 
by hundreds of dozens at an order, for 
$2.75 a dozen. The numerals on these 
dials were imperfectly printed, as they 
wore off within a short time. The gen- 
uine faces, on which the numerals are 
fixed by a baking process, cost from about 
$6 to $8 a dozen at the factory. 

Arrest of Ohan and Markarian was 
made by Detectives Hyman Levine and 
Thomas Sullivan of the Safe and Loft 
Squad, at the request of Mr. Murphy, 
complainant. The officers posed as buy- 
ers, and after receiving and paying 
$2062.50 for 750 dozen dials stamped 
with Waltham and Elgin names, took 
the two men to police headquarters 
charged with forgery and violation of 
the trademark laws. 

Jewelers will remember a similar case 
in which the Bulova Watch Co. was the 
complainant, which in October, 1932, led 
to the arrest and imprisonment of Edwin 
B. McGonigle of Brooklyn, and several 
others, who were charged with the man- 
ufacture and sale of fake dials. At that 
time it was shown that watches falsely 
stamped “Bulova,” “Elgin” and ‘“Wal- 
tham” were being sold for as little as 
$2.50 each, and that the dials were being 
distributed to peddlars in lots of 50 to 
100 each. 





George B. Moore 


Cuicaco, Oct. 18—George B. Moore, 
associated with the jewelry industry for 
many years, died on Oct. 16 after an ill- 
ness of about a year. 

Mr. Moore, who was born in Gode- 
rich, Ontario, March 31, 1868, came to 
Chicago in 1882 with his parents and 
began his career with Benj. Allen & Co., 
being a nephew of B. A. Allen. In 1894 
he joined the business of T. A. Evans 
under the name of Moore & Evans, with 
which he was associated until 1903 when 
the business was sold. 
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A Reform That Is Needed 


MONG tthe | recommendations 
a made in the report of the NRA 
Consumers’ Advisory Board in “A 
Survey of the Terms Used in Desig- 
nating Qualities of Goods,” it says 
that its main objective is the estab- 
lishment of a uniform terminology 
for describing qualities or grades of 
merchandise. ‘This, it says, should 
be handled as a problem in nomen- 
clature and should not involve tech- 
nical work on technical grading rules 
for particular committees. It should 
be made cooperatively by organized 
groups of consumers, producers, dis- 
tributors, advertising and marketing 
specialists. Says the report: 

“The standard method to be set 
up should be applicable wherever 
practicable to consumer goods pur- 
chased at retail by people in every day 
life, to these same goods as they pass 
through the wholesale market, and to 
industrial products generally. 

“It should inform consumers; not 
mislead them or conceal facts by pil- 
ing up superlatives, by the use of 
‘concealed’ top grades, or by similar 
devices, which the study clearly shows 
to be characteristics of many of the 
grading systems now in use. 

“It should be so simple as to be 
easily remembered by the ordinary 
housewife. 

“Above all, it should be a language 
which means the same to buyer and 
seller. 

“Our study has revealed the shock- 
ing fact that much of the terminology 
now in use means one thing to the 
seller and a very different thing to 
the buyer. If the buyer takes the 
words at their face value, he is fre- 
quently misled into believing the 
goods to be one or two grades higher 
in quality than they are in fact. This 
is true even in those relatively ad- 
vanced, though limited, fields in 
which supposedly informative terms 
have been developed.” 

This is a condition for which THE 
JEWELERS’ CiRCULAR has sought to 
have the jewelry trade find a remedy 
for many years, and we feel that it 
can-be done today in the use of terms 
and definitions in our different codes 
which will make a clear-cut explana- 
tion of each term used. Also that the 
names and their meaning be identi- 
cal in every code, whether it be of 
the retailers, the wholesalers or man- 
ufacturers, or whether it applies to 


THE JEWELERS’ CIRCULAR 
for November, 1934 





jewelry, watchcases, silverware or any 
other product. 





New York Diamond Dealer Robbed of 
$60,000 in Gems in St. Louis 


Joseph Goldmuntz, of Goldmuntz Bros. 
& Co., Inc., 10 W. 47th St., on Oct. 8 was 
held up and robbed of a brief case con- 
taining approximately $60,000 worth of 
loose diamonds and a few large mounted 
pieces, while riding to the railroad sta- 
tion in a taxi. 

In his office in New York Mr. Gold- 
muntz described the robbery to a repre- 
sentative of THE JEWELERS’ CIRCULAR. 
He left his hotel at about 5.30 p. m., and 
had ridden about two blocks in the cab 
when a red light halted the traffic. At 
that moment a man opened the door of 
the car and thrust a pistol into the dia- 
mond dealer’s stomach. Simultaneously 
another bandit got into the front part of 
the machine next to the driver and forced 
him, when the light changed to green, 
to drive on for about a mile and a half. 
Reaching a deserted street the robber 
seated with Mr. Goldmuntz took the 
case containing the gems, warned him 
and the driver to make no outcry and 
not to move, and then disappeared with 
his accomplice. 

The importer believes that they es- 
caped in an automobile which had been 
following the taxi. 

The loss was completely covered by 
insurance, Mr. Goldmuntz said. 





Jewelry Taxes in September 
Only $92,156 


WASHINGTON, Oct. 20.— Jewelry tax 
collections in September as just reported 
by the Internal Revenue Department 
amounted to $92,156.19, as compared with 
$292,693.00 during the same month of 
1933. 

This unusual drop is not believed to 
be in any way due to the decrease in 
the sales of jewelry during September 
but essentially due to the fact that the 
tax in September this year was levied 
only on sales sold by the manufacturer, 
importer or producer for $25 or more, 
under the present law, whereas, last year 
the taxes were collected on all sales of 
$3 or more. 





Local Members of Retail Jewelers’ 
Code Authority 


WasHINGTON, D. C., Oct. 20.—The Na- 
tional Recovery Administration today an- 
nounced approval of the following local 
Code Authority memberships: 

Binghamton, N. Y., retail jewelry code: 
Representatives of the city of Elmira, 
N. Y., to sit on the Binghamton local retail 
jewelry code authority, which has juris- 
diction over Elmira: C. J. Schriebman, 
214 E. Water St.; Joseph Alpert, 525 E. 
Water St.; Henry Deister, of Deister & 
Butler, 330 E. Water St., and Harry 
Pohlman, 142 E. Water St., all of Elmira. 

Portland, Ore., retail jewelry code: 
Herman J. Alstock, 897 S. W. Morrison 
St., Portland, to succeed P. N. Malkin. 
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WHAT 


makes these Earrings 


Different? 


They are equipped with 


Ur xXen 


The new PIERCELESS ear- 
ring attachment with the 
marvelous patented feature 





@ that holds securely 


(but never pinches the ear) 


®@ Affords Utmost Comfort 


(yet never slips off!) 


@ Will bring back sales 


(the loss of expensive earrings 
has driven a vast amount of 
earring business to the 5 & 10¢ 
stores) 


* * * 


Loxon is the first and only 


improvement in earring 
construction in 25 years! 
a 


Lampl offers a selection of 
smart earrings equipped with 
LOXON. Or the individual 
Loxon parts are obtainable 
by manufacturers or repair 
departments in Platinum, 
Gold (all colors) and Silver. 


Cy 
Walter Lampl 


CREATORS OF THE UNUSUAL— 
AS USUAL 
PRECIOUS STONE JEWELRY 


20 WEST 47th ST., NEW YORK 


























JADE INC. 


Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamps 


20 West 47th St., New, York 
IMPORTER — WHOLESALER 


| 
CHINESE GEMS CO, 








Wooden Pocket Watches 
De FRecE WatcH Co., INC. 


48 West 48th St., New York 








EXPERT REPAIRS 
SIT L VERBWAR E 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


217 E. 38th St. 
CURRIER & ROBY a lla 











HAIRSPRINGS 





o 18s. BREG 
ow HAIRSPRING SERVICE, Ine. 
6 Nassau Street, New York city 





Diamonds, Pearls, Precious, 


Synthetic & Imitation Stones 
S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapidary 
Work Carefully and Promptly Filled 


Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop sameday received 


U. $. Watch Dial Mfg. Corp. 4:85 Nassau 











WATCH STRAPS 


We are now supplying quality leather watch 
straps at low prices to the largest jobbers, 
distributors and watch manufacturers. 

Order from us pow and profit by our experi- 
ence. Retailers order thru jobbers. 


WESTERMAN MFG. CO. 
136-140 W. 21st St., New York, N. Y. 








Learn 
JEWELRY DESIGNING 


Thru Correspondence Course 
Conducted by Well-Known Authority 
For Retailers—Salesmen—Manufacturers 

Cc. A. JAKOBB 


37 W. 47TH ST. NEW YORK 


WATCH 
DIALS no ctocx 
REFINISHED LIKE NEW 


HIGH GRADE EUROPEAN METHOD 
24 Hour Service 


Write for Price List 


ROYAL DIAL & a ere co. 
116 Nassav St.. New York, N. 























NEW YORK: 


Jewelry News of the Metropolitan District 


Globe Jewelers, Inc., have taken quar- 
ters in 507 Fifth Ave. 


The Mossalone Co., diamond dealers, 
formerly in 71 Nassau St., has announced 
its removal to new quarters in 48 W. 
48th St. 


Joseph Bauer, who formerly conducted 
a jewelry store at 84 Glen St., Glen Cove, 
L. I., recently opened a new store at 2 
School St. 


The Jewelers Supply Co., 12 John St., 
has added a new optical department, 
with a complete stock of frames, lenses, 
tools, etc. This department will be under 
personal supervision of Leon Jelt. 


J. Jacobs, formerly a partner in Jacobs 
& Feldhuhn, 93 Nassau St., is now in busi- 
ness on his vwn account in Room 716 of 
the same building, as a dealer in watches, 
diamonds and a general line of jewelry. 


I. Hirschhorn, for the past 23 years a 
retail jeweler at 2920 Third Ave., has 
moved to new quarters at 2906 Third 
Ave., near 15ist St., The Bronx. Mr. 
Hirschhorn is treasurer of the Bronx Re- 
tail Jewelers’ Association. 


The Customs Bureau, Treasury Depart- 
ment, has announced that the United 
States Appraiser of Merchandise at New 
York has issued a notice of suspected 
dumping under the provisions of the Anti- 
dumping Act of 1921 against an importa- 
tion of spring rings from Czechoslovakia. 


Goldsmith Bros. Smelting & Refining 
Co., Inc., 74 W. 46th St., has purchased 
a plot of land on the west side of 12th 
St., Long Island City, where it is now 
erecting a plant for the burning and 
crushing of precious metal sweeps pre- 
paratory to shipment to the refining plant 
in Chicago. 


Isaac Kalisher, formerly president of 
the Kalisher Mfg. Co., Inc., 61 Beekman 
St., has severed his connections with that 
concern and is now associated with the 
W. C. Edge Jewelry Co., of Newark, 
N. J., as sales representative. Joseph D. 
Messner, member of the firm of the Kal- 
isher Mfg. Co., Inc. is in process of 
liquidation of that company’s stock and 
assets. 


The entire staff of Marcus & Co., Fifth 
Ave. jewelers, on Oct. 5 gathered in 
Giolito’s Roman Gardens to celebrate the 
resumption of the annual employees’ ban- 
quet, after a lapse of 12 years. The dinner 
was attended by 23 men, including Wil- 
liam Elder Marcus and Chapin Marcus, 
heads of the concern, and Kenneth I. Van 
Cott, general manager. The idea of giv- 
ing the banquet was the spontaneous sug- 
gestion of the employees, and, said Mr. 
Van Cott, is indicative of the spirit of 
cooperation and team-work which now 
pervades the personnel of the store. 
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In the October issue of THE JEWELERS’ 
CIRCULAR an incorrect statement tended 
to create an impression that John Boylan, 
now acting for Oscar Heyman & Bros, as 
special sales representative, had been ijn 
the retail trade. Mr. Boylan, who had 
manufactured for the exclusive retail 
stores, recently discontinued his own fac- 
tory and is now a member of the sales 
staff of the- Heyman concern. Mr. Boylan 
is continuing his efforts within this organ- 
ization, in contacting his friends and for- 
mer customers among the jewelers. 


The beautiful Georgian room on the 
second floor of Black, Starr & Frost-Gor- 
ham, Inc., Fifth Ave. and 48th St., is now 
devoted to a china, glass, and antique 
silver department. This new feature of 
the store is under the supervision of H. W. 
Conrad, buyer, who for some years has 
purchased plated ware and novelties for 
the concern. The departments were intro- 
duced to the public through newspaper 
advertising and by an exhibit of the lines 
they include at the Women’s Exposition of 
Arts and Industry, held at the Hotel 
Astor, Oct. 1 to 6. 


The Treasury Department has an- 
nounced the allowance of drawback on 
wrist watches manufactured by Katz & 
Ogush, Inc., with the use of imported 
watch movements and on diamond studded 
jewelry, including wrist watches, man- 
ufactured by the above concern with the 
use of imported diamond chips. Draw- 
back allowance has also been granted on 
complete timepieces for use by aviators 
such as aviation watches, wrist watches, 
clocks, and chronometers and on naviga- 
tion sets manufactured by A. Wittnauer 
Co., New York, with the use of imported 
watch movements. 


Since the death last March of John A. 
Biller, former head of the Greenwich 
Clock & Instrument Co., 232 Varick St., 
New York, the business of that concern 
as master repairers of complicated watches 
and clocks has been put in the control of 
Benjamin Franklin Metzleur. Mr. Metz- 
leur worked with Mr. Biller as assistant 
for many years and also worked for five 
years in the Time Department of the Bell 
Telephone Laboratories as research tech- 
nician. He expects to continue the Green- 
wich Clock and Instrument Co. with the 
same stock of material and the trade ser- 
vices as in the past. 


The first fall meeting of the Jewelers 
24 Karat Club in New York was held 
October 17 at the rooms of the club, 608 
Fifth Avenue, at which there was a large 
attendance. The report of Treasurer 
Reichman proved very gratifying but no 
other reports by the officers were made. 
President Mehrlust explained that the 
directors, at a meeting that afternoon, 
had recommended that the club arrange 

(Turn to page 99) 
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to resume its regular banquets in January, 
provided that the members at large were 
in favor and could arrange to take enough 
tickets to conduct this banquet on a stand- 
ing commensurate with the reputation of 
the club. After a discussion a resolution 
to this effect was passed by the members, 
with the suggestion that the matter be 
taken up fully in a questionnaire to all 
of the members in which everyone was 
requested to answer at once. 


Walter P. McTeigue of McTeigue & 
Co., manufacturing jewelers, 16 W. 53rd 
St, has announced that the New York 
Chapter of the American Red Cross will 
begin on Armistice Day, Nov. 11, this 
year’s roll call, which will continue 
through Thanksgiving. Mr. McTeigue 
who is the chairman of the jewelry group, 
asked the cooperation and assistance of 
members of the industry in the work of 
this non-partisan, non-sectarian and non- 
racial organization whose head is the 
President himself. The New York Chap- 
ter activities, he says, at this period of 
distress have been so great that it strongly 
urges jewelers to send their subscription 
at once to the New York Chapter of the 
American Red Cross, 315 Lexington Ave. 
All such subscriptions will be given credit 
to the jewelry group. 


The Horological Society of New York 
enjoyed one of the best turn-outs of 
membership since the inception of the or- 
ganization at the meeting held Oct. 2 in 
the new meeting rooms, 150 W. 85th St. 
B. Mellenhoff, president, introduced W. 
Samelius, dean of the Elgin Watchmakers’ 
‘College, who gave a lecture on the proc- 
esses of watch manufacture. His talk was 
illustrated by motion pictures showing the 
way parts are made. Various types of 
escapements were shown by slides thrown 
on the screen. Edward Hufnagel, presi- 
dent of the Horological Institute of Amer- 
ica, addressed the members on the work 
of the Institute, speaking of the advan- 
tages to watchmakers of being certified. 
A resolution urging that watchmakers 
should not come under the jurisdiction of 
the retail jewelry code, and giving vari- 
ous reasons supporting this objection, was 
passed by the Society. More than 200 men 
were present at the meeting. 


The Wholesale Jewelers Association, 
Inc., of which Adolph Pusrin, of Adolph 
Pusrin & Bro., 59 Chrystie St., New York, 
is president, is sponsoring a petition to 
Commissioner of Licenses Paul Moss, that 
a city ordinance be enacted which would 
require the registration and licensing of 
all members of the trade desiring to give 
appraisals of merchandise. Most of the 
leaders in the jewelry trade are said to 
be opposed to licenses. Two conferences 
have been held with Commissioner Moss 
by Mr. Pusrin and other officers of his 
association, one in August and one in 
September. Commissioner Moss told THE 
JEWELERS’ CIRCULAR that meetings were 
being held with the real estate people and 
other trades in which appraising is a busi- 
ness practice, for the purpose of discover- 
ing whether an ordinance covering ap- 
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praisals of all kinds would be desirable or 
practicable. He expressed a desire to hear 
from members of the jewelry trade as to 
their attitude on the suggested legisla- 
tion. 


A dinner and meeting of the Master 
Lapidaries Association was held on Oct. 
3, in Dillon’s Café, 76 West 48th St., New 
York, Albert Ramsay, president, presiding. 
Several members brought to the notice of 
the president that some of the members 
were cutting prices. This organization 
not being large enough to have a code of 
its own to protect its members against 
such price cutting, it was decided that all 
members should have a certificate of the 
organization showing that they were reg- 
ular members. Should members violate 
their regulations this certificate of mem- 
bership would be forfeited because they 
could no longer be associated with the or- 
ganization. It is earnestly requested that 
the trade assist the Master Lapidaries 
Association by patronizing certified lapi- 
daries of the organization. The next 
meeting will be Wednesday, Nov. 7, at 
Andy’s Restaurant, 179 William St. The 
officers of the association are: Albert 
Ramsay, president; John R. Bares, vice- 
president; Henry Kaban, treasurer, and 
Frank Skalnik, secretary. 


Leading members of the jewelry trade 
are serving as chairmen and committee- 
men in the membership drive of the 
Merchants’ Association of New York City, 
launched recently by prominent business 
men of the city. J. P. Hartnett, chairman 
of the board of Cartier, Inc., has accepted 
the chairmanship of the jewelry division, 
with Alfred A. Smith, secretary and 
treasurer of Black, Starr & Frost-Gorham, 
Inc., as co-chairman. William Jones, of 
Black, Starr & Frost-Gorham, Inc., is 
chairman of the silver and plated ware 
group; Edmond E. Frisch, chairman of 
retail jewelers’ group; and William 
Scheer and Nathan Heyman, co-chairmen 
of the manufacturing jewelers’ group; 
Harry Ulmer, of A. Wittnauer Co., Inc., 
chairman of the watch and clock group. 
According to an announcement of the 
association, “The campaign was decided 
upon as a result of the conclusion that in 
view of the extremely difficult business 
situation, there is need for a more closely 
knit organization among business men 
which can exercise greater influence in 
opposing greater taxation and other mod- 
ern tendencies detrimental to business.” 


Secretary Cordell Hull will be the prin- 
cipal speaker at the World Trade Din- 
ner of the National Foreign Trade Con- 
vention, which meets this year at the 
Hotel Commodore, New York, on Oct. 31 


and Nov. 1 and 2. James A. Farrell, ° 


chairman of the National Foreign Trade 
Council, will preside at the dinner, which 
will be held on the evening of Nov. 1. 
It is expected that Secretary Hull will 
deal with the progress made in carrying 
out the objects of the Reciprocal Trade 
Agreement Act. Secretary Roper will be 
the principal speaker at the opening ses- 
sion of the convention on the morning of 
Oct. 31. The Secretary of Commerce will 
likely outline the plans of the Adminis- 
(Turn to page 100) 
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The Gift To Her Fiancé 
|THE STAR SAPPHIRE RING 





Gems of Fascination 


LOUIS N. MARX 
| 551 Fifth Ave. New York 


Tel. MUrray Hill 2-8838 


} 


REPAIRING 


JEWELRY — SILVERWARE 


SOLKY BROS.., Inc. 


142 Fulton St., New York 














| Expert Diamond Cutting 

and Repairing for the Trade 

For many years manager and foreman of 

the cutting works of L. & M. Kahn & Co. 
DAVID BARZILAY 


64 West 48th St. 


Suite 80 
New York City 


7 
Tel., Bryant 9-2038 

















USE 
: DIAMOND 
|| SCHICKSNAPS 


IN GOLD OR PLATINUM 
FOR YOUR 
CULTURED PEARLS 


HARRY C. SCHICK, INC. .« 
NEWARK, N. J. 
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\NGPECTOR «»° SANDSTEF/ 


Quality Main Springs 
For American and Swiss Watches 


DEMAND, 
THEM OF) 


YOUR 
JOBBER 






lise them in all Watches 


SANDVIK WATCH SPRING CO., Inc. 
145 Hudson St. 


New York City 


ROUGH OPALS 


DIRECT FROM AUSTRALIA 


Large Trade Parcels in 50 or 100 
oz. Lots from $1.00 to $10.00 


per oz. 
Also Black Opals and Collectors 
Specimens 
Write for Free Lists 
N. H. SEWARD 457 Bourke 8t. 


Melbourne, Australia 








SOLE DISTRIBUTORS 
CHRONOMETER CYMA 
INTBRNATIONALLY FAMOUS 


WATCHES — CLOCKS 
NORMAN M. MORRIS 


Incorporated 


542 Fifth Ave., New York 








SHIP YOUR 
SWEEPS and POLISHINGS 


FILINGS, OLD ACID, WASHINGS 
TO US FOR PROMPT RETURNS 


GOLD—SILVER 
PLATINUM 


BOUGHT & SOLD 
JEROME REFINING CO. 
| E. FORDHAM RD., BRONX, N. Y. 


eer nee aininenens 


BEST SELLERS FROM THE 
ROYAL LOUIS LINE 


Build Your Reputation and Holiday 
Profits With These Popular Watches 

















3% ligne, 17 jewels, 14 karat gold, 
white or natural, beautifully boxed— 


$15.00 





8/12 ligne, 7 jewels, DUO DIAL, stainless, 
$8.50. 15 jewels, $10.00. Beautifully boxed. 


Good News! Our New Catalog Has 
Been Mailed You. Watch For It! 


LOUIS WATCH CO., Inc. 
116 Nassau Street, New York 
Factory: Bienne, Switzerland 
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tration for aiding American foreign 
traders. 

Canada will be represented at the con- 
vention by a large delegation from the 
Canadian Chamber of Commerce. A 
Canadian luncheon and session will be 
held at the Hotel Commodore on Friday, 
Nov. 2, at which a frank discussion will 
take place concerning the basis on which 
future trade relations between Canada 
and the United States may be established 
by means of a reciprocal trade agree- 
ment. 


The first meeting of the season of the 
Executive Board of Retail Jewelers As- 
sociations of New York was held Oct. 5 
in the Commodore Hotel, Chairman Phin- 
eas Peters presiding. Most of the meeting 
was devoted to discussion of the so-called 
“Jamaica Auction Galleries, Inc.,” case, 
against whom a preliminary injunction 
was granted on June 21 by the Appellate 
Division of the State Court, restraining 
this concern from continuing its auction 
sale. Attorneys for the auction house have 
filed an appeal with the Court of Appeals 
on the decision. Samuel Feldman, Brook- 
lyn jeweler, and president of the New 
York State Retail Jewelers’ Association, 
had sent out an appeal to the local associa- 
tions of the state for funds to fight the 


case in the interests of retail jewelers. Mr. 


Feldman, after explaining that his action 
had been taken at the suggestion of the 
National Code Authority, reported on the 
responses he had received from retail or- 
ganizations throughout the state. David 
Greenberg, counsel for the board and at- 
torney for Harry Gross, retail jeweler of 
Jamaica, who was the complainant against 
the auction house, read parts of the Shack- 
nell Act, under which the casé will be 
ultimately decided, and explained the na- 
ture of the law as the state version of 
the NIRA. William Wagner, secretary 
of the Local Code Authority, expressed 
the attitude of that body in the matter, 
saying that inasmuch as the litigation had 
not been initiated at the behest of the 
Code Authority, it being begun before the 
local committee was effectively organized, 
and that, there being doubt by some mem- 
bers of the Authority as to the ultimate 
benefits of a long drawn out legal proce- 
dure, the Authority could make no recom- 
mendation in the matter. 


Unusually energetic organization of 
groups of men in the jewelry and allied 
trades is being undertaken by Ira Guil- 
den, Bulova Watch Co., in a drive for 
funds carried on in behalf of the Federa- 
tion for the Support of Jewish Philan- 
thropic Societies. A quota of $50,000 has 
been set by him as chairman of the 
jewelry division, to aid in defraying the 
deficit of $2,071,000 which, he says, must 
be met by the end of the year if the 91 
institutions supported by the Federation 
are to continue their social service and 
welfare work unimpaired. The emer- 
gency facing the Federation was discussed 
recently at a conference attended. by Mr. 
Guilden, Eliot P. Hirshberg, Arthur 
Lorsch, Benjamin Eichberg and Maurice 
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J. Schless. The members of the Jewelry 
and Allied Trade Division of the Federa- 
tion include: Ira Guilden, of the Bulova 
Watch Co., chairman; Eliot P. Hirshberg, 
of Finlay-Strauss, Inc., Associate Chair- 
man; Louis Adels, Alexander E. Arp- 
stein; Sigmund Cohn, Sereno P. Davis, 
Jacobson Bros.; Benjamin Eichberg; Fred 
Finkelstein, Finkelstein Bros.; P. Irving 
Grinberg; Milton J. Heller, of L. Heller 
& Son, Inc.; Harry D. Henshel, of Bulova 
Watch Co.; Samson Hittner, Bulova 
Watch Co.; B. Hoffman, M. Hoffman & 
Sons; Isaac Jaffe, A. Jaffe & Son; Samuel 
Jaskow, Walter N. Kahn, Benjamin §, 
Katz, Katz & Ogush; Julius Kaufman, 
Goodfriend Bros.; Victor Lambert, Lam- 
bert Bros.; Harry Lissauer, Alfred Lowen- 
thal, L. & M. Kahn Co.; Sylvan Levy, 
Herbert L. Kreielsheimer, Isidor Lassner, 
Arthur Lorsch, Lawrence D. Malawista, 
Morris Malawista Son & Bro.; Lawrence 
S. Mayers, Herbert Ollendorf, I. Ollen- 
dorf Co.; Maurice Rosenthal, Rowes, 
Inc.; Irving Sacks, Maurice J. Schless, 
Schless Harwood Co.; Jacob J. Schmukler, 
J. J. Schmukler Sons; Harry Schulman, 
Joseph Schulman, Inc.; Nathan J. Stern, 
Stern Bros. & Co.; A. Sverdlik, Robinson 
& Sverdlik; Milton Weill, Arrow Mfg. 
Co. 


Monster Dinner and Dance Planned 
By New York Group 


The members of the Local Retail 
Jewelry Code Authority of the New York 
Area have constituted themselves an un- 
official committee which is completing 
plans for a dinner and dance, the date 
of which has been set tentatively for Sun- 
day night, Nov. 25, and the place, the 
Park Central Hotel. 

An attempt is being made to secure 
Mayor LaGuardia, Aldermanic President 
Bernard Deutsch, and Grover Whalen, 
as speakers. Arrangements are being 
made to accommodate 800 persons. It is 
expected that all jewelers who have been 
active in code and association work in 
New York and New Jersey, and their 
friends, will attend. Members of the 
manufacturing, importing and wholesaling 
trades are also being invited. 

The proceeds of the dinner will be 
used as a fighting fund by the local Code 
Authority to enforce the Retail Jewelry 
Code and to prosecute under the provi- 
sions of the Act all retailing whole- 
salers and illegal auctions, and other 
violators of the code’s provisions. 





Platinum Market 


Platinum prices, as of Oct. 23, were officially 
quoted as: 


RE er eae eee ee ee $35.00 
Containing 5% Iridium .......... ... 36.00 
Containing 10% Iridium ............... 37.00 
ESE PO er CET ee 60.00 
ee errr 


Prices of Silver Bars 
U.S 


Government New 
London’ Assay Sell- York 
Date O ficial ing Price O ficial 
Oct. 2 22% 52% 50% 
Oct. 9 23% 53% 50% 
Oct. 16 24% 58 555% 
Oct. 23 2344 5534 53 
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PROVIDENCE: 


Happenings in the New England Territory 


The Park Jewelry Co., Inc. 1509 
Broad St., has opened an optical depart- 
ment in charge of Dr. H. L. Wells. 

The Cole Jewelry Mfg. Co., 220 Eddy 
St., is owned by Harry B. Cohen of 28 
Quint St., Boston, according to his own- 
ership statement filed at City Hall. 

The Uncas Mfg. Co. has been granted 
permission by the Inspector of Buildings 
to erect a wood-and-brick addition to 
its plant at 623 Atwell’s Ave., costing 
$4,000. 

Fred Schwinn of the C. M. Robbins 
Co., Attleboro, has returned after a sev- 
eral weeks’ trip through several Euro- 
pean countries, accompanied by Mrs. 
Schwinn. 

In the list of taxpayers on a valuation 
of $25,000 or more in this year’s assess- 
ment at Pawtucket are: Charles H. 
Fuller, $31,360, and George H. Fuller & 
Son, $93,780. 

Alpheus S. Place of O. E. Place & Sons 
was elected Worthy Grand Patron at the 
thirty-ninth annual session of the Grand 
Chapter of Rhode Island, Order of East- 
ern Star. 

Howard L. Carpenter, trustee of the 
Albert Walker Co. of this city, has been 
confirmed by the National Recovery Ad- 
ministration as a member of the tem- 
porary divisional code authority for the 
wholesale jewelry trade. 


R. E. Guertin, who has conducted a 
retail jewelry business in Pawtucket for 
51 years, has disposed of his entire stock 
and fixtures at auction and retired. His 
store was at 33 Broad St. 

Wuillumier Jewelry Store, in the San- 
ford Block, Attleboro, was damaged to 
the extent of several hundred dollars 
by water and smoke during a $50,000 fire 
in that building on Oct. 11. Brigham’s 
Die Cutting Co. also suffered similar 
losses. 

The Gorham Mfg. Co. has recently 
pensioned three of its veteran employees: 
Thomas Kiernan, who has been a press 
operator 45 years; Patrick Egan, who 
was 38 years in the polishing department, 
and Mrs. Luna Maynard, for 21 years a 
matron. 

Harold V. Bextel, sales manager of 
Excell Mfg. Co., Providence, and Miss 
Helen Sward, his secretary, were united 
in marriage on Oct. 13. The happy 
couple, who spent the following week 
touring northern New England, are re- 
ceiving the congratulations of their many 
personal and business friends. 

Hyman Lisker, Eugene J. Sullivan, Jr., 
and M. Leohning are the incorporators 
of the Providence Ornament Co., Inc., 
chartered to conduct a manufacturing 
jewelry business in Providence. The 
authorized capital consists of four shares 
of stock of no par value. : 

Charles L. Rhodes, identified with the 
Cathedral Arts Metal Co. of Providence 
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and a member of the firm of Glines & 
Rhodes in North Attleboro, died recently 
at his home on Park St., North Attle- 
boro. He was in his sixty-fifth year and 
leaves a wife and one son. 

In its monthly report on payrolls in 
this State, the Brown Bureau of Busi- 
ness Research showed that the Septem- 
ber payrolls in the jewelry trades were 
12 per cent larger than those of August. 
The total .for jewelry and silverware 
for September was $851,889, as compared 
with $760,529 in August. 


The Evans Case Co. of North Attle- 
boro was made the defendant in a patent 
infringement suit by the filing Oct. 11 of 
a writ of attachment at the Deputy United 
States Marshal’s office, Boston. The writ, 
filed by Michael T. Daly of Chicago, is 
the forerunner of the suit which is ex- 
pected to be filed later. The ad damnum 
in the suit is stated as $950,000. 


George Bronson Austin, for many years 
identified with the jewelry industry of 
the Attleboros as a manufacturer, died 
Sept. 25 at his home in Attleboro in his 
sixty-seventh year. He had been a mem- 
her of the Austin & Stone Co., the Bates 
& Bacon Export Co. and later started 
the Puritan Pearl Co. He was forced 
to retire from the latter in 1929 because 
of failing health. He is survived by his 
widow and one daughter. 


Thieves escaped with gold and silver 
valued at more than $150 on the night 
of Oct. 4 after they had forced their 
way into the refining plant of Oscar R. 
Boehne Co., at 20 Globe St., and opened 
one of two safes. James E. Jordan, man- 
ager of the plant, found the office ran- 
sacked the next morning when he arrived 
and at once notified the police. En- 
trance was gained by ripping a heavy 
wire screening from one of the windows 
and then forcing the sash. The dials 
were knocked off both of the safes, but 
only one of them yielded to the ripping 
methods of the thieves. 


A valuable shipment consisting of a 
hundred pounds of scrap silver, con- 
signed to a Providence smelter, was 
stolen from the truck of an expressing 
company at the Colonial Lines Dock at 
8 o'clock on the morning of Oct. 15, it 
was reported to the police. The ship- 
ment was consigned by the Nople Dental 
Laboratories of Lancaster, Pa., to Pease 
& Curran, 780 Allens Ave., to be melted 
into bullion. It had been taken from 
the boat and loaded on a truck of the 
Comstock Express Co., 118 Point St. The 
driver left the truck for a few minutes 
and when he returned a large wooden 
box containing the metal was missing. 
Margaret Martin of 1398 Broad St., pro- 
prietor of the expressing company, re- 
ported the theft to the police but was 
unable to give any estimate as to the 


: value of the shipment. 
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WHERE TO BUY | 








PARK AVE. 


AY Bote oy: 


COMPANY 


RHODE ISLAND 


SILVER 


* PROVICE 





TongueTyed’ 


BRACELET PATENTED 


Also Makers of Men’s Buckles and Sets 


C. A. MARSH & CO., Ine. 


ATTLEBORO, MASS. 























| . 
DINIKS 
a 4a. 


STERLING 


K STREE ay, 








CONCORD 


A Silversmiths 
Be coNcoRD MH 
(908 FYntoe Clipper 





EUREKA MFG. CO. 
PALUNTON, MASS. 
Vahkers o 


BAGS AND 


and used by 


SILVERWARE ROLLS 


approved 
Leading Manutacturers and Retailers 


Samples on Request 
t 





ATTENTION PAWNBROKERS 


We pay highest CASH Prices for your 


UNREDEEMED WATCHES 


Write us before selling 


PAUL ROSENBERG 


5 South Wabash Avenue, Chicago 








| WHERE TO BUY 


Watcu ATTACHMENTS 








Ask Your Wholesaler for 
KESTENMADE 
ATCH STRAP 
All styles and materials 


KESTENMAN BROS. MFG. CO. 
Providence, R. i. 





























BYARD fF. BROGAN 


Manufacturer of Distinctive Diamond 


Mountings and Wedding Rings 


805 Sansom Street « Philadelphia 








We are Authorized 
Distributors for 


TELECHRON & REVERE 
Electric Clocks 
INGERSOLL WATCHES 
(Mickey Mouse) 
WESTCLOX PRODUCTS 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 


We fill orders for these items in the 
rotation as received 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 

JEWELERS AND ENGRAVERS 

Broad and Somerset Streets 
PHILADELPHIA, PA. 























Simons Bros. Company 












269 So. Oth St. Philadelphia 
Bt ' ALLOYS 
: eS 7” PLATINUM SOLDERS 


Refining of 
Precious Metals 


CLINTON REFINING CO., INC, 
NEWARK, NEW JERSEY 
91-3 E. Kinney Steet Market 2-5176 











ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Wedding 
ings for Nearly a Century 


117 So. 10th St. Philadelphia 





HYMAN N. CAPLAN 


ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








Technical School 


Courses for Success for 


Watchmakers 
Engravers, Jewelers 
Write fer free beok ‘‘Yeur Future and Our Scheel.” 


JOHN J. BOWMAN, Director 
Bewman Bidg., Laneaster, Pa. 


{<6 BOWMAN 

















PHILADELPHIA 


Joseph Kramer, watchmaker, formerly 
located in 717 Sansom St., has moved to 
722 Sansom St. 


Katz Bros., manufacturing jewelers, 
formerly located in 130 S. 8th St., are 
comfortably fixed in their new quarters 
on the second floor at 722 Sansom St. 


Martin Weiss, clock repairer, for the 
past seven years in the clock repair de- 
partment of the John Wanamaker Store, 
has embarked in business for himself 
in 729 Sansom St. r 


Frank L. Archambault, manufacturing 
jeweler, recently died at his home, 287 
Gowen Ave. For many years he con- 
ducted a store at 2nd and Market Sts., 
later at 11th and Chestnut Sts. He is 
survived by two daughters, Mrs. Horace 
Fortescue, with whom he made his home, 
and Mrs. Elbert B. Griffith, of California. 
He also leaves a sister, Mrs. Abbott Lee, 
of Glenside. 


James J. Blisard of the Blisard Co., 
107 S. 8th St., passed away, Sept. 26 after 
a lingering illness. Mr. Blisard who was 
in his 55th year had been identified with 
the jewelry business for over 30 years. 
Funeral took place Sept. 29 from his late 
residence, 1823 S. 58th St. He is sur- 
vived by his widow, three sons, three 
daughters and two brothers, John and 
Thomas Blisard. 


T. B. Hagstoz & Son, assayers and re- 
finers, 709 Sansom St., have found it 
necessary to enlarge their quarters. They 
have taken on additional space in the 
adjoining building, 711 Sansom St., to 
accommodate their refining plant. They 
have installed new equipment and also 
enlarged their offices. Mr. Arthur Hagstoz 
informs of a material increase in the 
sale of alloyed golds and silver. 


The funeral of Henry M. Cromwell, 76, 
a retired watchmaker, took place on Mon- 
day afternoon, Oct. 15. Mr. Cromwell 
was a descendant of Oliver Cromwell and 
at one time was connected with the firm 
of Bailey, Banks & Biddle Co. Intern- 
ment was made in Arlington Cemetery. 
Mr. Cromwell was a member of the 
Order of American Mechanics and of 
the Protestant Episcopal Church of the 
Mediator. He is survived by his widow, 
Margaret S. Cromwell. 





Celebrates Fortieth Anniversary 


PHILADELPHIA, Pa., Oct. 26—The Cor- 
poration of Jos. B. Bechtel & Co., Inc., will 
observe its 40th anniversary in business 
with a dinner given to the employees and 
their wives on the evening of Nov. 1, 
which will be the exact 40th anniversary 
date. The dinner will be served in the 
Betsy Ross Room of the Benjamin Frank- 
lin Hotel to the party consisting of 27 per- 
sons. In the party will be Mr. and Mrs. 
Leo Henle of Cleveland, Ohio. Mr. 
Henle will give a talk to the group. This 
will be very apropos as Mr. Henle sold 
the first bill to Jos. B. Bechtel & Co., 
Inc., when the business was started by 
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Jos. B. Bechtel individually. It will be 
a real pleasure to have them with the 
group. 

Mr. and Mrs. Wayne C. Meschter. wil] 
also be guests. Mr. Meschter, who js 
president of the American Preserving 
Co. of Philadelphia, will give a very 
interesting address on “Business” and his 
recent European trip. The balance of 
the evening will be devoted to playing 
different games. 

The officers of the corporation are Jos, 
B. Bechtel, president and treasurer; 
John C. Oberholtzer, vice-president; FP, 
Clarke Bechtel, secretary, and Earle §, 
Bechtel, assistant treasurer. At the end 
of the present year Mr. Oberholtzer, vice- 
president, will have been connected with 
the corporation 34 years. 


C OnRes. 


MANUFACTURING JEWELERS 
SINCE 1907 


SPECIAL ORDER WORK—REPAIRING 
711 SANSOM ST. PHILADELPHIA 


Z IRNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F. a ZIRNKILTON 214 8. 12TH 8T 


PHILADELPHIA 

















MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 











COMPLETE ASSORTMENT OF 
MOUNTINGS 


IN GOLD AND PLATINUM 
TO FILL YOUR REQUIREMENTS 


Importer ef 
“. DIAMONDS, 
PRECIOUS 
AND 
IMITATION 
STONES 


735 WALNUT ST., PHILADELPHIA 





eh ee 





OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your fot is accurately valued, reported 
same day as received and held intact 
awaiting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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August Imports and Exports of 
Jewelry and Silverware 


WasuincTon, D. C., Oct. 2.—Imports 
of jewelry, sterling and _ silver-plated 
ware still remain small, according to the 
figures of the Bureau of Foreign and 
Domestic Commerce. The preliminary 
statistics of the imports and exports for 
August now show that the total value of 
gold and platinum jewelry brought in 
during that month amounted to $293 and 
all other cheaper jewelry amounted to 
$17,832. 

Imports of silver-plated hollow ware 
and plated ware during the month were 
$73,827, and other silver-plated articles 
except cutlery reached $9,828. 

During August we exported fine jewel- 
ry to no country except Canada with a 
total amount of $400, while our exports 
of all other jewelry amounted to $40,457. 

Sterling silver exports during the 
month amounted to only $175 and silver- 
plated ware, $9,059. Exports of other 
articles, which include gold and pewter, 
amounted to $2,830. 





Shipley Talks to New York Retail 
Group 


Robert Shipley, president of the Ameri- 
can Gem Society, and of the Gemological 
Institute of America, met with a small 
group of retail jewelers of New York city 
in the offices of the Local Retail Jewelry 
Code Authority, 665 Fifth Ave., the eve- 
ning of October 3, t@ discuss the possi- 
bility of the establishment in New York 
of a laboratory for the testing of gems 
and precious stones similar to that oper- 
ated by the Institute at its headquarters 
in Los Angeles, Cal. 

The meeting was sponsored by the 
Local Code Authority at the instigation of 
Warren D. Perry, chairman. Mr. Perry 
said that in view of the fact that the pur- 
pose of the Retail Jewelry Code, insofar 
as the merchant is concerned, is to foster 
and protect the interests of retail jewel- 
ers, and that because such a laboratory 
would undoubtedly be of great benefit to 
the rank and file of the trade for whom 
it is not possible to have their own testing 
instruments, he therefore considered it a 
definite function of the Code Authority to 
listen to Mr. Shipley on this subject. He 
said that several compliance problems 
would have been much simplified had the 
Authority been able to avail itself of such 
a laboratory. 

Mr. Shipley demonstrated the use of 
various laboratory equipment, such as the 
refractometer, and the dichroscope, and 
a polarizing microscope. 

After the meeting was adjourned sev- 
eral jewelers who so desired gathered in 
Mr. Perry’s offices, on the floor above, in 
order to get a better understanding of 
the educational facilities offered by the 
Gem Society and the Institute, through 
the medium of correspondence courses in 
gemology. 

On the afternoon of the same day, 
Wednesday, Mr. Shipley had described 
the ideals and objectives of the organiza- 
tions which he represents to a meeting in 
the rooms of the Jewelers’ 24 Karat Club 
of New York, 608 Fifth Ave., attended 
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by members of the Gem and Pearl Deal- 
ers Association and a few other members 
of the trade. 

The latter part of this meeting was 
devoted to a discussion of certain articles 
published in Gems and Gemology, organ 
of the American Gem Society, to which 
P. Irving Grinberg, pearl dealer and 
member of the Advisory Committee to 
the Examining Board of the Institute, 
took exception. Mr. Grinberg felt that 
the certain statements and quotations re- 
garding cultured pearls which appeared 
in Gems and Gemology were adverse in 
their effect upon the genuine pearl trade. 
Mr. Shipley pointed out that the sole pur- 
pose in printing them was to call atten- 
tion to the nature of the claims made by 
manufacturers and distributors of cul- 
tured pearls in merchandising their prod- 
uct. The Institute, he said, at no time 
had recognized the validity of these 
claims in the manner in which they were 
presented. 


PITTSBURGH 


David Weiss of Granfenr Bros. is on 
an extended road trip for the company. 


Milton Stern of Joseph De Roy & Sons, 
Smithfield _St., was in New York recently 
on business. 

Sol Cerf, who is associated with H. B. 
Light & Co., Clark Building, and a 
former Penn Avenue jeweler, is con- 
valescing from a recent illness. 

A large group of credit jewelers from 
this city attended the recent convention 
in Chicago. The party included: Mr. 
and Mrs. Gus Bastheim, Mr. and Mrs. 
William Kappel, Mr. and Mrs. Al De 
Roy, Floyd Cross, R. P. Ripper, Samuel 
Clark and Henry Auerbach. 

Business among retail jewelers in Sep- 
tember was rather encouraging but with 
the approach of the November election, 
buyers are hesitating, the larger stores 
report. The steel business locally, which 
was operating at less than 10 per cent 
capacity a month ago, is now up to 25 
per cent and prospects are rather en- 
couraging for the coming year. Trav- 
eling men entering Pittsburgh say that 
conditions here are worse than anywhere 
in the East. 

R. H. Coleman, trustee in bankruptcy 
for Heeren Brothers Co., Penn Avenue, 
advises that a second dividend of 5 per 
cent will be paid to creditors early in 
November, making 11 per cent to date. 
A third and final dividend will wind up 
the bankruptcy, THe JEWELERS’ CIRCULAR 
representative is informed. Most of the 
ordinary receivables have been worked 
out according to Mr. Coleman, but it is 
still necessary to determine whether there 
is any equity in the real estate. The 
stock of jewelry and personal goods, 
which was purchased by Cohen & Weis- 
enthal, Steubenville, is being disposed of 
at public sale. 

“The constant newspaper advertising, 
which the large credit jewelry houses in 
Pittsburgh do, is making the public jewel- 
ry conscious,” a wholesaler said. In this 
connection it is interesting to note that 
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some of the larger and finer retail jewelry 
stores are now selling merchandise in the 
lower-price brackets, something which 
was unheard of during the boom years. 
The principal object is to get buyers 
into the stores with the hope that they 
will purchase other than the low-priced 
| articles. 


The many friends of Walter F. Heeren, 
| former president of Heeren Brothers Co., 
Heeren Building, Penn Avenue, will be 
| pleased to know that he has organized 
| a new firm to be known as Heeren & 
Co., manufacturing jewelers and that the 
| company announces the purchase of all 
| dies, machinery and records of the former 

company. They are specializing in the 
| manufacture of badges of all types, in 
| which the company formerly enjoyed a 
| world-wide business; also in repair work 
| and engraving, having taken over the 
old third floor in the Heeren Building. 
Associated with Mr. Heeren are three 
former employees—Clyde G. Mortimer, 
Joseph Weckerle and Joseph Eister. 
Officers and directors have not as yet 
been elected. Orders are coming in 
nicely, according to Mr. Heeren. His 
many friends will wish him the best of 
luck in this new undertaking. 








| Stone Grinding Mill 
'and Fine Lapidary Work 
LUDWIG MAYER 


Idar-Oberstein I, Germany 
Precious, semiprecious & synthetic 
| stones, agates, cameos & intaglios. 


‘Hoover White Gold Solder 


| for INVISIBLE SEAMS 
| ORDER FROM YOUR SUPPLY HOUSE 


HOOVER & STRONG, Inc. © 119 W. Tupper Street 











Buffalo, N.Y. @ Gold Refiners and Mfrs. Since 1912 
ELGIN and 
WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewel 
$5.00 





Same in 17-Jewel 
$6.00 


Same in 12 size, 7-Jewel ..cceee $4.00 
with a _ beautiful k 18-Jewel ...c.ce 5.00 
Fancy Silver Dial 17-Jewel ......+ 6.00 


Also fine unredeemed Railroad 
Watches similarly priced. 


25% with order, balance C. O. D. 
Write for eur New 1934 Circuler 


PAUL ROSENBERG 


Successor te Lew & Resenberg 


5 South Wabash Avenue, Chicago 
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A. C. BECKEN Co. 


Wholesale Jewelers 
P.O. Box 1 
29 E. Madison St., Chicago 








FREE, This Jewelry Repair 


RECORD BOOK 


Send us your next package of jewelry 
repairs and we will send you ENTIRELY 
FREE a brand new carefully system- 
atized Record Book for jewelry repairs. 
A great convenience. . . invaluable aid 
to accurate service to your customers. 
600 entries. We have been in business 
since 1879 and will serve you well. 


GRAFFE & STANEK 
29 E. Madison St., CHICAGO, ILL. 











Grcomparable 
Walch, Case 


o@ 
OUR WORK OOSTS NO MORE THAN 
0 


ORDINARY WORK 
BECKER-HEBCKMAN CO. 


29 E. Madison St. CHICAG®, ILL. 








Complete Line of 
GENUINE BOHEMIAN 


GARNET JEWELRY 


HENRY KLAAS CO. 
58 E. Washington St. Chicago 














eset | SILVERWARE | 34 


Repaired - Replated 


SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 














THe Batt CoMPaANy 
WHOLESALE JEWELERS 
58 E. WASHINGTON ST. 
CHICAGO 

















CHICAGO: 


Jewelry News Flashes from the Great Central West 


Mrs. Margaret Sies of Sies & Co., Ross- 
ville, Ga., visited in Chicago last month 
on business and pleasure. 


Mr. and Mrs. Biddle, proprietors of 


Master Craftmen, Inc., Des Moines, Lowa, | 


were visitors in Chicago last month. 
George Barnhard of Alpheus L. 
Brown, watch wholesaler, New York, 
was in Chicago on business recently. 
Frank Cox of the Webb C. Ball Co., 
Cleveland, Ohio, was among the visitors 


with wholesalers and manufacturers here | 


last month. 


Wexler & Fox, for several years located 
in 1313 Hayworth Building, have recently 
moved to 1119 where they have larger and 
lighter space. 


E. S. Neuzil, San Pedro, Calif., for- 
merly associated with the trade here, vis- 
ited friends and former business associ- 
ates here last month. 


After more than two months of serious 
illness, Miss Eleanor Golub returned to 
her desk in the diamond department of 
Benj. Allen & Co. on Oct. 15. 


H. P. Haynes, of the Ingersoll-Water- 
bury Co. Chicago office, spent some time in 
Waterbury and New York during October 
attending business conferences. 


C. A. Lundquist, manager of the Geo. 
H. Fuller & Son Co. Chicago office, spent 
most of October at the factory offices in 
Pawtucket attending business meetings. 


L. Nelson, of the L. Nelson Jewelry Co., 
Spokane, Wash., spent some time in Chi- 
cago last month on business after attend- 
ing the World Series games at Detroit. 


W. B. Griffin, of the Wm. Rogers & 
Sens branch of the International Silver 
Co., spent some time in Chicago during 
October on promotional work for his line. 


Richard Soontag, of the material de- 
partment of the Primrose Jewelers Sup- 
plies Co., visited members of the trade 
here last month while seeing the sights of 
the Century of Progress. 


Miss M. Cravet, recently of Blooming- 
dale Bros., New York, is now associated 
with Wm. West in the buying and manage- 
ment of the jewelry departments of the 
five Wieboldt stores here. 


Among retail jewelers calling on the 
trade here last month and enjoying the 
sights in Chicago were R. H. Evert, 
Santa Ana, Calif., and John C. Droke, of 
the Droke Jewelry Co., Corinth, Miss. 


W. A. Kinsman, president of the Towle 
Mfg. Co., Newburyport, Mass., was in 
Chicago for two weeks recently on busi- 
ness and visiting the Century of Progress. 
He was accompanied by Mrs. Kinsman. 


William H. Rindt of Jenkins & Co., 
Richmond, Ind., accompanied by Mrs. 
Rindt, visited briefly in Chicago last 
month as they returned home from their 
summer resort in northern Michigan. 

(Turn to page 105) 
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BEFORE YOU PURCHASE 
YOUR NEXT 
FIRE INSURANCE POLICY. 


Send for complete information 
on fire and windstorm insurance 
in the Jeweler's Own Company— 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


Neenah, Wisconsin 








Wuen You THINK OF 


FINDINGS 


THINK OF 


FULLER 


ORDER FROM YOUR JOBBER 
DIAMOND sy 

RECUTTING Bing 

REPAIRING IR 


Wn.E Scuumér é Son, INC. 
DIAMOND CUTTERS 
44 WicoinsBiock, Cincinnatr,Ono 


























J. A. Conn Co. 
NATIONALLY KNOWN 
AUCTIONEERS 


Write—Wire—Phone. We will call on you 
at our expense. Phone: Westlake 274 J1. 
P. O. Box 263, Cleveland, Ohie. 














PEARLS 
FOR 
ADDITIONS 





Small a | 


Investment-Rapid Turnover 
Continuous Large Profits 


JUERGENS & ANDERSEN CO. 


55 E. Washington Street e Chicago, Ill. 
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Chicago Notes 


(Continued from page 104) 


Ted Cummings, General Chain Co., 
Attleboro Falls, and Frank Budlong, Wm. 
Cc. Green Co., Providence, visited their 
Chicago representative, Fred Haller, last 
month and called on the wholesale trade 


here. 


James Ellis of Frankfort, Ind., has ad- 
vised members of the trade here that he 
is no longer associated with Ellis & Boeck- 
man, of that city, but has established a 
repair business which he will operate in- 
dividually. 

When Abraham Germanos, proprietor 
of the Marvel Gift Shop at 404 S. Dear- 
born St., arrived at his place of business 
one morning recently, he discovered that 
burglars had smashed the glass of the 
door and took watches, rings and foun- 
tain pens to a value of about $500. 


Mr. and Mrs. J. B. Dickson and George 
Dickson were in Chicago last month 
purchasing their opening stock for the 
Dickson Jewelry Co., which will be lo- 
cated at 424 Main St., Peoria, Ill. The 
Dicksons were formerly associated with 
the Betz Jewelry Co., 6724 Stony Island 
Ave. and 1523 E. 53rd St., Chicago. 


While A. F. Barney, city salesman for 
Ed. Cain & Co., 31 N. State St., was 
showing his merchandise to C. E. Barnes, 
6713 Stony Island Ave., on the 18th of 
last month, he left his car in front with 
two cases of inexpensive jewelry inside. 
When he returned, he found the door of 
the car jimmied and the cases gone. Loss 
was very small. 


“I’m sold on the progfess of The Mer- 
chandise Mart,” declared Mary Ryan, 
head of the Mary Ryan organization of 
New York, last week in signing a lease 
for approximately 4000 sq. ft. of floor 
space on the 15th floor. The Chicago 





Where to Buy 
DOMESTIC 
China and Glass 








LENOX CHINA 


SERVICE PLATES 
DINNERWARE 
NOVELTIES 


Made in Amertca 


So 








LENOx 
LENOX, INC. Trenton, N. J. 

















IMPORTED 


Where to Buy 
China and Glass 











Spode China 
Since 1770 
Dinnerware, Teaware, and 
Short Lines, carried in New 
York City for immediate 
shipment 
Copetand & Txompson, Inc. 


206 Fifth Avenue 
New York, N. Y 
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office will be under the management of 
Miss Helen Peterson, who has repre- 
sented Mary Ryan here for eight years. 
The new showrooms will be completed 
and ready for occupancy Jan. 1, 1935. 


Al Sturtz, representing Sol Esh, Inc., 
New York, suffered serious injury last 
month at Cambridge, Ohio, as he was 
driving from Pittsburgh to Columbus. 
The accident occurred about 10 o’clock 
at night and resulted from driving over 
a 50-ft. embankment at the end of a blind 
street on which he had gotten by mistake. 
The car was so demolished it had to be 
abandoned, and Mr. Sturtz suffered five 
broken ribs, face cut, hand mashed and 
leg injuries. After two weeks in a hos- 
pital in Cambridge, he returned home 
and is convalescing rapidly. 


Herbert I. Jacobs, Middlewest repre- 
sentative for Forstner Chain Corp., with 
headquarters at 29 E. Madison St., escaped 
serious injury in a very bad automobile 
accident early in October. About eight 
o’clock in the evening while driving from 
Springfield, IIl., to St. Louis he was forced 
to choose between hitting a horse and 
buggy which has just turned on the pave- 
ment and occupied by a man and woman, 
and the front of a large truck. He chose 
the truck and while his car was almost 
completely wrecked Mr. Jacobs escaped 
with slight injury and was able to con- 
tinue his business trip. 


The regular monthly luncheons of. the 
Chicago Jeweler’s Association were re- 
sumed on Oct. 18 after the summer vaca- 
tion. A large number were in attendance 
for the. past-presidents’ occasion. Presi- 
dent Howard Schaeffer presided and in- 
troduced eight of the past-presidents in 
attendance, as well as Louis Goldman, 
who has served the organization as sec- 
retary since 1920. All gave talks. All 
predicted continued successful service in 
the industry by this 60-year-old organiza- 
tion. During the talk by Harry Radix, 
who served as president during 1929- 
1931 and is now chairman of the social 
relations committee, he tentatively an- 
nounced the date of the next annual 
banquet as of Jan. 24, 1935. Pat Cum- 
mings, president of the Jewelers Board 
of Trade, was the guest of honor and 
spoke briefly. 





Diamond Salesman Sentenced to 
Penitentiary 

Cuicaco, Oct. 16—In a hearing before 
Judge Harrington yesterday, Ernest Por- 
ter, diamond salesman of Chicago, was 
found guilty of larceny of bailee and sen- 
tenced from one to ten years in the peni- 
tentiary. 

This is the aftermath of a sensational 
story told by Porter early last May about 
being robbed of $35,000 worth of dia- 
mond jewelry while having lunch in a 
restaurant here. Later he made an al- 
leged confession implicating others in a 
conspiracy to get away with the goods. 
Other “confessions” followed, and finally 
he was indicted for larceny by bailee, be- 
ing accused of disposing of diamonds 
secured on memo from John Mertz, 55 
E. Washington St., and it was under this 
charge he was convicted. 
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Where to Buy 
IMPORTED 
China and Glass | 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 














ROYAL DOULTON 
@eglish Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The original production 
WH. 8. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 


Finer hrods, 


Famous the World Over 
le from New York Stocks 


Availabl 
ROSENTHAL CHINA CORP., 149 Sth Ave., New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate delivery. Great 
variety of patterns and designs. 
Wire your urgent orders. 


PAULA. STRAUB & CO., Importers 
105-107 Fifth Ave. New York 





FINE CHINA 














ROYAL CAULDON and COALPORT 


China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 


EDWARD BOOTE iW Yoru n. ¥. 


NEW YORK, N. 





SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 
Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. Y. 


FINEST CRYSTAL 
STEMWARE 


From Sweden and Finland 


AT POPULAR PRICES 


Stock and Import 
* 


J.H. VENON, Inc. 1% 5°! AVE 


NEW YORK 


THEODORE HAVILAND 


FINE FRENCH CHINA 
BOOTHS, LTD. 
JOHN MADDOCK & SONS 
English Earthenware 
PEARLCRAFT POTTERY 








All in New York Stock 
THEODORE HAVILAND & CO., Ime. 
26 W. 23rd St. New York 











ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders = immediately from 
ew York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 












Soy wit 
a ' 
73 4 ISNT) WE SAY 
? > f acs WE PAY 


OLD GOLD 


Look over your stock. 
Now is the time to CASH 
IN ON YOUR obsolete 
rings, chains, watch cases, 
filled, plated scraps, etc. 
SINCE 1889 
we have demonstrated 
our ability to render ac- 
curate dependable ser- 
vice to the trade. DEE 
CHECKS SATISFY and 
we are ready to prove it 
to you. 





SHIP DIRECT 
WE DO NOT EMPLOY 
TRAVELING GOLD BUYERS 


T Hi oO MA A Ss J. 
DEE « Co. 
PRECIOUS METALS 
REFINERS ~- MANUFACTURERS 


55 E. WASHINGTON ST. CHICAGO 
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OLD 
JEWELRY 


fe 4 


Accurately 
refined or 
estimated 


* 


Prompt Returns by 
check or money order 


SPYCO 
SMELTING AND REFINING CoO. 
MINNEAPOLIS, MINN. 


A neat window card “We Buy Old Gold” 
is yours for the asking. 











us 


oe OF on 
GOLD 
SILVER 








PLATINUM 


or any material in which these 
metals are contained, with an 
honest return as promptly as 
accurate determinations permit. 


REFINING OF SWEEPINGS OUR SPECIALTY 


T. B. HAGSTOZ & SON 


(Arthur T. Hagstoz) 
REFINERS AND ASSAYERS 
36 Years of Refining Service 


709 SANSOM STREET - PHILADELPHIA, PA. 
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(Continued from 


How shall we 


proceed to grind the outside diameter of the bearing true 
and to fit into the frame of our attachment? 


Answer—This will be a very simple matter with our 
traverse grinder. We may mount the bearing on the 
special mandrel we use for turning it true. “The hole 
which we bored through the center of the bearing does 
not have to be true, as it is simply used as an oil chamber 
when the attachment is assembled. If any scale forms in 
this hole during the hardening process, we simply rub it 
smooth with a soft piece of wood. With the bearing 
mounted on the mandrel and placed between centers, we 
may set traverse grinder in position and also set up the 
idler pulley stand. ‘Then we may proceed to take a light 
cut clear across the outside diameter of the bearing. As 
soon as we obtain clean metal all over, then we may use 
our micrometer to determine if the bearing is of uniform 
diameter. When this has been determined accurately, 
then we proceed to grind the outside of the bearing to 
the proper diameter to fit freely into the frame of our 
attachment. In this case we shall require what we may 
call a free running fit; it must not fit tight; we should 
be able to move the bearing freely in the hole and still 
have the minimum of side shake. 

Assuming that this object has been obtained, then we 
may try the locking screw to determine if it operates 
properly. When the proper fitting of the screw and 
bearing is obtained, a slight turn of the screw should 
securely lock the bearing in any desired position. 


Hew shall we proceed 


to make the hollow spindle for our wheel and pinion 
cutting attachment ? 


Answer—Our first step will be to select a suitable 
piece of steel for this purpose. As a spindle of this type 
should be hardened, we shall require tool steel, and 
Stub’s steel rod will answer our requirements quite well. 
The diameter of the rod should be five-eighths of an inch. 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 











October issue) 


The proper method to follow in making the spindle is to 
chuck the steel rod in a large screw-cutting lathe, as 
there will be some thread cutting to be done, and this 
should be done at the same setting that the turning is 
done in order to insure concentricity of threads and body. 
As the finished length of il.e spindle will be one and three- 
quarter inches, we shall allow about two inches of the 
rod to protrude frcm the chuck. This will allow ample 
stock for the threading, turning and cutting off. The 
rod should be cex*ered as accurately as possible in the 
chuck, as we do not remove very much stock from the 
gead of the spindle. 

Assuming that the rod is properly centered, our first 
step will be to drill a 9/32 hole through the rod to a 
depth of two inches. Then with a suitable boring tool, 
we may bore out this hole to .300. This hole is to take 
our regular lathe chucks, and this particular dimension 
of .300° was made to take the writer’s chucks. How- 
ever, as chucks for various lathes differ in the body dia- 
meter, this measurement will have to be determined from 
the chucks that are to be used with this spindle. 

Our next step will be to bore out to a depth of three- 
quarters of an inch by .370 in diameter, which is to take 
the draw-in spindle. The end of the rod should be faced 
off true. With the inside boring completed, we may place 
the tail-stock center in the end of the rod and proceed to 
turn the outside true and also do the threading. The 
outside dizmeter should be turned to .460 and to a length 
of one and one-half inches. 

Referring to Fig. I, in the last issue, it will be observed 
that the head of the spindle which is shown at B is ap- 
parently the same diameter as the spindle bearing. How- 
ever, the head of the spindle must clear the spindle bear- 
ing by a safe margin, so we may turn the head diameter 
to .615, which will give us ample clearance. The angle 
of the head may also be turned to 45° to coincide with 
the angle of the spindle bearing. This angle need be 
simply approximate, as we shall grind it accurately after 
the spindle is hardened. 

Our next step will be to thread the end of the spindle 
(40 threads per inch) to a length of about three-eighths 
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SANDERS 


Manufacturers would 
not recommend us to 


their friends if they 
were not satisfied 
themselves. 


SWEEP 
SMELTERS 


BIRMINGHAM, ENG. 
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Send us your 


OLD GOLD, SILVER, PLATINUM 
Gold Filled Cases, Optical Scrap, Ete. 


Prompt and accurate returns Guaranteed 
We are now paying 6%¢ per kt. 


4 Cenerations of Service 


N. L. SHTEINSHLEIFER smexrer « 
78 Bowery, New York City REFINER 











“" ° " 
A Godsend to the Repair Man, 
said a Providence jeweler, 

White Finish for years. 
Fine for white gold, as well as platinum that has been 
soldered; it stays beautiful till friction wears it off. 

Easy and quick—Inexpensive—a $4.00 package will 

nish a thousand small articles. 

Any outfit that does ordinary English finish will do— 
even a few dry cells. 

Send $4.00 for sample package, or ask for circular JC11. 


Jewelers’ Technical Advice Co. 


after using Hoke -Phoenix 











Sam W. Hoke, Mgr.—C. M. Hoke, Chemist 
—_— ( Same old address) 22 Albany Street, N. ¥.C. _! 
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The traditional hospitality of the Bellevue 
is a subject for reminiscence wherever 
men gather, the world over. Recent com- 
plete modernization in decoration and 
appointments have added even a fresher 


note to this famous hotel. 




















Rates are CLAUDE H. BENNETT 


Reasonable General Manager 





The BEST “BUY” in 
New York HOTELDOM 


Combination of eve 

you desire in a hotel at amaz- 
ingly low rates—perfect location 
in the heart of Times Square. . 
adjacent to all theatres .. . New 
York’s newest hotel... extra 
large rooms — large closets — 
comfortable f urnishings — wide 
windows assuring an abundance 
of light and air. 


1000 ROOMS 1000 BATHS 
1000 RADIOS 


Rooms from $2.50 a day 
Garage Opposite Hotel 


HOTEL EDISON 


47th Street just West of Broadway 


NEW YORK 
JOHN L. HORGAN, General Manager 
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of an inch. This thread is to take the split adjusting nut, 
shown at G. Care should be observed to have a full, clean 
thread on both spindle and nut. The spindle may now 
be cut off square at the end and to exact length of one 
and three-quarter inches. As the angle of the head of 
our chucks is 20°, we must recess the throat of the spindle 
to this angle. We may do this by chucking the spindle 
and centering as accurately as possible. It is not essential 
that this angle is perfect, as we shall grind it accurately 
and to the proper angle when the spindle is running in 


its own bearings. 
(To be continued) 


Jewelers Get New Service in Time Signals from 
U. S. Naval Observatory 


For several years past, efforts have been made to arrange 
for the broadcasting of time signals by the U. S. Naval 
Observatory which, according to John Drake, the former 
executive secretary of the National Jewelers Publicity As- 
sociation, has been brought to a successful conclusion. 

Definite assurance has been received from Captain J. F. 
Hellweg, Superintendent of the Observatory, that it is 
now possible to broadcast the signals through Arlington 
on 113 kilocycles each hour of the day and night except 
9,00 a. m., 11.00 a. m., 9.00 p. m. and 11.00 p. m. ‘These 
hours being so congested with other official broadcasting 
that it is impossible to furnish service during the above 
hours without deranging the established system. 

The opportunity is thus afforded jewelers and watch- 
makers equipped with receiving sets capable of receiving 
113 kilocycles to obtain correct time almost hourly each 
day. The broadcasting is on Eastern Standard Time 
which is five hours behind Greenwich Civil Time. 

Credit for this accomplishment is due Captain Hellweg 
for his efforts in providing this much needed service to the 
jeweler. 


Diamond Jim’s Jewelry 
(From page 59) 


RMURUM OME (ira ecle oa0iss ua ces aes warts 1,095.00 
EE OM i ila oe Bare eR Soe eR Ree 2,155.00 
PEN AUG GOR oo. oi ex chin co eecusdewes ees 1,157.00 
TUOMINE SOO aie cnc oie eecdes we mues 757.00 
Plain White Set .... 290.00 


The author adds: In addition to this there were 30 
watches. . . . Jim had paid as high as $2,000 apiece for 
some of them, and the average cost of the others had been 
around $500. ‘Then too there was the platinum and gold 
in which the jewels had been mounted ; the value of this 
metal was estimated to have been $17,584.60. This latter 
is a rather amazing item, for your manufacturing jeweler 
generally figures his labor costs to be about five times the 
value of the metal on ordinary work—and on special work 
like Jim’s mountings, the costs might easily run twice that 
amount. It is therefore safe to assume that the cost of 
making the mountings for Jim’s 30 sets was well over 
$100,000, and probably nearer the quarter of a million 
dollar mark, when one remembers that there are still the 
diamond setter’s charges and the jeweler’s profit to be 
added in. 

“Particularly interesting, too, is his emerald set which 
contained fine stones of a size not generally available in the 
commercial markets. Most noteworthy of all the pieces 
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in this set were: his ring, which contained an emerald 
weighing 23 carats, and six surrounding diamonds of 3 
carats each; a scarf pin containing a 17-carat pear-shaped 
emerald ; a watch chain, containing four emeralds weigh- 
ing a total of 80 carats; a watch fob with a single 20-carat 
emerald in it ; his shirt studs, containing 4 emeralds weigh- 
ing 28 carats, surrounded by eighty diamonds weighing 9 
carats ; cuff links containing twenty emeralds, weighing 30 
carats, and 192 diamonds weighing 24 carats.” 

(Note:—Practically all of the gems and jewelry that were 
made for “Diamond Jim” Brady came originally from the 
manufacturing jewelry firm of Staiger & Klitz, later Jung, 
Staiger & Klitz, then Jung & Klitz and now Robert H. Klitz, 
608 Fifth Avenue. Mr. Klitz and his former partners always had 
charge of these pieces for repairing, cleaning, etc. When the 
Brady estate was sold after his death, the bulk of his jewelry 
(outside of those bequeathed to friends) was purchased by 
Stern Bros. & Co., who sold it. A large number of these pieces, 
particularly the “Transportation Set,” was sold to Black, Starr 
& Frost. In the windows of the Black, Starr & Frost-Gorham, 
Inc., store at 48th Street and Fifth Avenue, there was an un- 
usually fine exhibit of the pieces in the “Transportation Set” 
during the first part of October, during the time that an article 
on “Diamond Jim” and his life was started in the Cosmopolitan 
magazine and just prior to the publication of the book by 
Parker Morell, from which the above text was reproduced by 
the courtesy of the author.) 


Retail Jewelers Feel Code is Effective 
(From page 79) 


brought together the jewelers according to Mr. McNeil who 
cited a case in Georgia where there had been frequent trouble 
between the local retailers, but following the setting up of the 
code they got together with the authority of the code as a back- 
ground. Now the provisions have been lived up to. 

A New York jeweler writes the authority: “The Local Retail 
Jewelry Code Authority, speaking for the majority of jewelers 
under its jurisdiction, voice their whole-hearted approval of the 
Retail Jewelry Code and it is their earnest desire that the 
principles be incorporated into permanent laws governing regu- 
lation of the jewelry business as a whole as it is now regulated 
by the Code. The profitable existence of retail jewelry trade 
depends entirely on regulation and control as at present directed 
by N.R.A.” 

Another jeweler from the state of Washington informed Mr. 
McNeil “that the relations between the retail jewelers in his 
district have never been as good in the past as they are today 
under the Code. That in most instances his Local Retail Jewelry 
Code Authority does not wait for a matter to become an official 
complaint but is able to settle it tactfully before it reaches that 
stage.” He also stated that for the first time since his experience 
in the retail jewelry business a jewelry auction was conducted 
in such a manner. that it could not offend any one, satisfying the 
other retail jewelers whose business naturally was affected by it. 

“From a number of places over the country the Local Retail 
Jewelry Code Authorities had reported to this office that they 
had received no complaints under the Code,” said chairman 
McNeil, “and in my talk at Cincinnati I said that I feared that 
that indicated some of the local committees were not as active 
as they should be. Upon this a chairman of a Local Code 
Authority stated from that floor that his committee had no com- 
plaints to handle and it had been very active in supervising 
the operations of the Code in its community, but that since the 
Code went into operation there, there had been nothing that 
they could find to complain about. 

“There are instances in different parts of the country where 
vigorous opposition is met when enforcement of some of the 
clauses is attempted and where the authorities are not able to 
get full compliance, or where great publicity is given by some 
outstanding violator, and of course the reputation of the Code 


suffers. But it must be borne in mind that all laws are violated 
at times and we must not be discouraged by such things,” Mr. 
McNeil concluded. . 




















MORE SALES, MR. JEWELER 


Just take a few minutes to demonstrate to your customer 
this brand new and wonderful dry cleaning preparation, 
JEWELRY BRILLIANT. Cleans, polishes and brings up 
like new all jewelry. Especially good for white stone 
jewelry, mounted in sterling or white metal. Just a rub and 
it’s like new. 

Result of twenty years of experimenting and research. 











at teenies 


Jewelry Brilliant 


comes in a handsome partitioned box, containing 1 metal box 
of Jewelry Brilliant, the new dry cleaner, 1 cake of Jeweler’s 
soap, especially prepared, containing benzine and _ soda, 
for cleaning Jewelry that can be wet, 2 polishing and clean- 
ing brushes, 1 rouge polishing cloth, 1 wiping off cloth. A 
complete cleaning outfit with full directions. 

Retails for $1.00—Costs you $7.20 the dozen 


Sample offer, send $2.00 for three boxes, sell two and have one box free. 


REXFORD & CO. 
2420 North 5lst Street, Philadelphia, Pa. 




















Between our Laboratory 
tests, those of the United 
States Government, leading 
Universities, and some of 
our customers, the viscosity, 
low degree of oxidation and 
evaporation, and every lu- 
bricating value of Nye’s 
Watch and Clock Oil is 
definitely established. 

















DON‘T BREATHE POLISHING DUST 
LEIMAN BROS. PATENTED 
NEW MODEL 
POLISHING 
DUST COLLECTOR 


LOW IN COST 
EFFICIENT 
POWERFUL 
NOISELESS 

LEIMAN BROS., INC., 
152 CHRISTIE ST., 
NEWARK, N. J. 


LEIMAN BROS. NEW YORK CORP. 
23 WALKER ST. 


MAKERS OF GOOD MACHINERY FOR 45 YEARS 
* * 


oy & A STAR HOTEL 


in New York 








x for BUSINESS... 1 block from 
Times Square, 3 blocks from 5th 
Ave. Underground passageway 
to all subways. 


* for DINING...3 fine restau- 
rants to choose from—coffee 
room, tavern grill, main dining 
room. 





* for RECREATION...69 fine 
1400 large rooms...each with theatres within 6 blocks. 1 block 


bath {tub and shower} servidor from Broadway...4 short blocks 
and radio. to Madison Square Garden. 


Singl 2.50 
Doubl ea “ 50 * for QUIET SLEEP...Our 32 
eae aba stories of fresh air and sunshine 


Special Rates for longer periods assure you quiet comfort at all 
Send for Booklet T hours. 


Breakfastfrom 30c Luncheonfrom 65c 
Dinner from 85c 


QO youn . wast, Mesegw 
Hotel LINCOLN 


44TH TO 45TH STREETS AT 8TH AVENUE - NEW YORK 











WATCHWORK STONE SETTING 
JEWELRY ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 
SCHOOL OF HOROLOGY 


Dept. C Peoria, Lil. 

















A College Education! 


To Those Who Had None: 
The CERTIFIED GEMOLOGIST course is now 


available to you. It teaches not only the science 
of gems but includes a fundamental education 
in the arts and sciences, physics, chemistry, 
geology, mineralogy, metallography, physiology, 
sociology, ethics, color and design. A complete 
education in subjects more applicable to your 
business than is obtained in any regular college 
course. 


For Those Who Had One: 


The C.G. course offers the opportunity to com- 
plete your education in the specialized subjects 
which assist you to obtain maximum results in 
profit and happiness in your present vocation. 


Establishing a Profession! 











Gemological Institute of America 
3511 West Sixth Street Los Angeles, Calif. 
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ORIKSEOIP WOES € QUIERES 


EPOLISHING BRONZE CLOCK. Customer has 
a big bronze clock and it has a roughness on same like 
How can same be repolished? (Question No. 


H. C. S. 


rust. 


4897.) 


Answer—Your bronze clock is made of some base 
metal such as iron, Britannia metal or a zinc alloy. It is 
then copper plated, possibly gold plated and lacquered. 
In time the lacquer will wear off, then the plating will 
wear off or be absorbed into the base metal and you will 
have a rough surface. Your only recourse is to remove 
the roughness, refinish the surface and replate same as 
the original finish. In your locality, the salt air would, 
no doubt, have considerable effect on the finish: this writer 
has worked in sea-coast towns and has observed the same 
problems. | 


AGNETIZED WATCH. When a watch is mag- 
netized, in which way does it affect the time? Does 
it make it run slow or fast and does it ever make it run 
slow or always fast? How do you detect it and what 


effect does it have on the compass? (Question No. 4898.) 
M. K. J. CO. 


Answer—When a watch is magnetized, the time will 
have a very erratic rate. It may run either fast or slow 
and is impossible to regulate to make it keep an accurate 
rate of time. You may easily detect magnetism by placing 
a small compass over the balance wheel. Turn the move- 
ment slowly; if the needle does not point true north, the 
movement is magnetized. You can remove this by passing 
the movement through a demagnetizer. 


LECTRIC REGULATOR. I have an old electric 
regulator. I wish to change the method of motive 
power. There is a small regulator using pivoted weighted 
arm or arms operated by dry cells. What I wish to find 
out is how these weighted arms are operated, by diagrams, 
if obtainable, or instructions any one could use and get 


results. (Question No. 4899.) J. F. W. 


Answer—lIt is impossible to advise you fully in regard 
to your battery-operated electric regulator. But we wish 
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to advise you that such movements have never been very 
successful and that you are wasting time trying to repair 
them. This writer has never observed a battery-operated 
clock that was satisfactory, and with the advent of the 
modern electric clock we do not consider that they are 
worth repairing. 


SING A BLOWER ON WATCHES. As there 

seems to be a difference of opinion in regard to using 
a blower on watches after they have been oiled and set 
running I wish you would give your opinion on this mat- 
ter. I have had watches come back with the oil out of 
cups on plates, forced from top bridge of pallet on lever, 
also soft wrist watch hairsprings bent or kinked at regu- 
lator pins; pins that allowed free play along hairspring. 
I have also instructed users of watches to be sure after 
letting their watches run completely down to wind before 
setting, as canon pinion has to be set tight enough to 
carry hands and not stop watch by turning hands back, 
if watch is quarter wound. I have seen watches come 
back with toe of brass escape wheels burred or bent, also 
discharging face of pallet stones chipped. I know the 
above will not cause trouble every time, neither will put- 
ting a mainspring in without using a mainspring winder, 


but is it good practice? (Question No. 4900.) C. H. D. 


Answer—A small rubber bulb may be used as a 
blower and may not injure any watch if it is handled 
carefully. However, if you use air pressure of any force 
stronger than the rubber bulb, there is always risk of 
injury. Oil could easily be forced from the cups and 
hairspring ruined if any heavy air pressure is used. Al- 
ways use a mainspring winder when replacing main- 
springs; you certainly cannot expect good results from 
the mainspring if you replace any other way. 


LECTRIC WAFFLE DISH. Kindly favor me 

with a remedy for following trouble: Customer 

brought in an electric waffle baking dish in which she used 

olive oil in baking waffles. After using this the aluminum 

took on a dark brown film which she asks us to remove and 

restore aluminum to original color. We have used every 
(Turn to page 113) 











THE AUCTIONEER with 
years of experience, knowl- 
edge of merchandise and the 
ability to realize dollar for 
dollar or better at auction 
for clients. We specialize in 
selling stock the jeweler 
wishes sold. 


WRITE FOR 
INFORMATION 


EDWARD R. TYLER 


6237 Champlain Avenue : CHICAGO 
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A SAFE AUCTION 


The Jeweler’s Reputation Is Safeguarded When 
Johnston Conducts the Sale 


Why take a chance when I can sell 
any part of your store to your 
entire satisfaction. My method 
will liquidate your stock into 
ready cash. Don’t wait. 

Let me hear from you now in re- 
gard to your plans. 

Over 20 years of legitimate, suc- 
cessful selling; a Jeweler all my 
life. 

Complete stores bought and sold. 
All inquiries confidential. 

Write WM Office 

Wire -N. JOHNSTON 253 Orchard Street 
Phone Jewelry Auctioneer Sharon, Pa. 
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RUSH! LEADING RETAIL JEWELERS! 


A lecture on “Gems and Metals and 
Their Sales Tools” by Robert M. Shipley 


is available in your locality this fall. 


These are inspirational talks which 
elevate the trade and are followed by a 
special reading course and two day lec. 
ture session in 1935 which will prepare 
you to receive all the publicity and other 
benefits accruing to a REGISTERED 
JEWELER AMERICAN GEM SOCIETY, 


For information regarding lectures 
planned for your community, and the 
1935 lectures, write immediately air- 


mail to: 


AMERICAN GEM SOCIETY 
555 S. Alexandria St. Los Angeles, Calif. 




















PRISMS: 


.THEIR USE and EQUIVALENTS 


A book containing a more extended 
knowledge on this branch of re- 
fraction than is contained in works 
on ophthalmology. Price $2.00. 


The Optical Journal and Review 
239 West 39th Street, New York 














REEVE & MITCHELL CO. 


SINCE 1898 


NON-TARNESHING 


FLANNEL BAGS and ROLLS 


L110 Sansom Street Philadelphia, Pa. 











Save Oxygen! 


Send us your regulator for overhauling. 
Your savings will quickly repay our 
small charge. We'll lend you one to use 
meanwhile. 


Ask about allowance 
toward getting new model. 
Hoke: Inc. 122 Fitth Ave., New York City 








QUARTETTE 
OF STANDARD BOOKS 


OPHTHALMIC LENSES 


By Emsley and Swaine, distinguished English authorities. 


Dealing with theory and shop practice; 318 pages, 
numerous diagrams and useful tables; price $4.50. 


PRINCIPLES AND PRACTICE OF 
PERIMETRY 
(Third edition, thoroughly revised) 
By Luther C. Peters 


A favorite text book for years; 280 pages, with dia- 
grams and colored plates; price, $4.50. : 


RECENT ADVANCES IN 
OPHTHALMOLOGY 
By W. Stewart Duke-Elder 


Telling of research work in Ophthalmology and as- 
sociated sciences; hence it has much of at least indirect 
interest to optometrists; 434 pages, well illustrated; 
price, $4.00. 


OPHTHALMOSCOPY, RETINOSCOPY 
AND REFRACTION 
By W. A. Fisher 
290 pages, profusely illustrated; price, $3.75 
Order from 
THE OPTICAL JOURNAL & REVIEW 
239 W. 39th St,, New York 
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Workshop Notes 


(From page 111) 


means we know of but find it difficult to remove all of 
film and restore finish. Perhaps you can tell us of some 
solvent or means of removing all of this coating. (Ques- 


tion No. 4901.) B. J. S. 


Answer—The trouble with your electric waffle iron 
is that the oil is burned on the metal and there is no 
solvent that will remove it. The same thing happens to 
coffee pots and other aluminum vessels. Your only re- 
course will be to polish the burnt material off, which may 
easily be done with tripoli, using a small amount of kero- 
sene with the tripoli. As a matter of information, a very 
high polish may be obtained in this manner. 


ALTHAM CORRELATOR. Please give us in- 
formation regarding the Waltham correlator, the 
Monometallic balance and Connel hair spring. (Question 


No. 4902.) F. J. M. 


Answer—The balance is made of ordinary watch 
nickel, a 12 percent leaded nickel alloy. 

The hairspring is of the self-compensating type pur- 
chased. 

The watch is adjusted in temperature and position to 
the regular limits applied for the same grade of watch 
with a compensating balance and steel hairspring. Not 
all self-compensating hairsprings will come within the 
tolerances required; therefore, it is necessary to change 
hairsprings until one is found which will perform within 
the tolerances. 

We believe this is an inherent defect in all self-com- 
pensating hairsprings and although they are supposed to 
possess uniform characteristics, we find in practice that 
they do not. 


Seized Watch Movements to be Sold at Utica, 
N. Y., Nov. 7 


Utica, N. Y., Oct. 22.—William N. Cromie, United 
States Marshal in this district, has given notice that 
about 675 Swiss watch movements seized as smuggled 
goods will be sold here at auction, Wednesday, Nov. 7. 
The sales will be held at 2 p. m. at Room 307 in the Fed- 
eral Building, Utica. Marshal Cromie’s announcement de- 
scribed the property (675 movements) forfeited under 
Sections 497-592-593, T.A., 1930, and Sec. 460 T.A., 
1933, as follows: 


Quantity Make Appraisal 

1 15 jewel Jetka Watch Co...........2 adjust. a $7.13 
12 6 jewel Fetne Ween COis oi bc cccecs 2 adjust. bi 65.52 
81 6 jewel Largo Watch Co...........2 adjust. 4° 441.45 
45 7 jewel Lavao Week Coc sé sce ccccs unadjusted 3" 159.30 
43-6 jewel MRStEO) WAGER GO... cs cece 2 adjust. ig 234.78 
6 15 jewel Emka Watch Co........... 2 adjust. 1 42.78 
17 15 jewel Eaton Wateh Co... ... 6.00 2 adjust. ‘ag 121.21 
69 7 jewel Chateau-Cadillac .....cece. unadjusted 1” 244.26 
54.7 jewel Margo Watch Co..........- unadjusted 1” 191.16 
46 15 jewel Albuse Watch Co...........2 adjust. 1” 327.98 
116 jewel Emka Watch Co.........-- 2 adjust. i 60.06 
24 «6 jewel Albuse Watch Co.......... 2 adjust. ig 131.04 
58 6 jewel Margo Watch Co.......... 2 adjust. tog 316.68 
1 6 jewel Standish Watch Co......... 2 adjust. 1 ig 5.46 
3+ 7 jewel Simon Watch Co.......... 4 adjust. 3%” 28.32 
138 17 jewel Arcadia Watch Co......... unadjusted %” 1,144.02 
37 17 jewel Rt, WOM Cts a cccwecvves unadjusted %” 306.78 
2 17 jewel Niagara Watch Co.......... unadjusted %” 16.58 
25 17 jewel Simon Watch Co.........+- 4 adjust. 3%” 307.25 
1 17 jewel Monroe Watch Co.........- 2 adjust. %"” 10.29 
1 15 jewel Earlington Watch Co...... 4 adjust. %” 11.64 


All bidders are required to make a deposit of $100 cash 
or certified check on day of sale. Samples available for 
inspection any day during office hours. 
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Merchandise Market 


Dimes Sterling Silver 
The Richard Dimes Co., 72 K St., Boston, Mass., is offering 
a quality line of sterling silver to the trade. “We've learned 
valuable lessons during the past few years—among them the 
ability to produce values that would have seemed impossible 
five years ago,” says an announcement of the company. 





New Polishing Cloth 
Bernstein & Sons, 1328 Broadway, New York, are placing on 
the market a new product called the “Miracle Cloth” for use in 
cleaning and polishing all types of metal ware, including gold and 
silver, woodwork, glass, and even automobiles. No polish or 
cleaning preparation need be used with this cloth, which, it is 
claimed, will retain its cleansing properties until “worn to shreds.” 





Loxen Pierceless Earring Attachment 

For the woman who wishes to be smart, the new Loxon 
pierceless earring attachment is of particular interest. It holds 
securely and affords utmost comfort. Walter Lampl, 20 W. 
Forty-seventh St., New York, offers a selection of earrings 
equipped with Loxon or the individual Loxon parts are ob- 
tainable by manufacturers or repair departments in platinum, 
gold and silver. 





J. R. Wood & Sons Issue Attractive Brochure 

J. R. Wood & Sons, Inc., jewelry manufacturers, 1325 
Atlantic Ave., Brooklyn, N. Y., has issued an attractive brochure 
illustrating the feature rings of its entire line. There are more 
than 200 ring designs shown in fine detail, including wedding 
rings, diamond circlets, diamond dinner rings, and mountings. 
Besides the illustrations the booklet includes a comprehensive 
index according to type, quality and price. All prices in the 
booklet are retail prices, so that the merchant may use it as a 
selling aid over the counter. A confidential net price list ac- 
companies each of these booklets. Copy in the book emphasizes 
the Wood policy of selling only to retail jewelers. 





New Ball Co. Blue Book 

The Ball Co., wholesale jeweler, Garland Bidg., Chicago, has 
issued a new Blue Book which is as unique as it is attractive. 
This streamline book—a modern catalog filled with modern 
merchandise—is modern in appearance and modern in its method 
of display. The Burlington Zephyr on its record breaking 
dawn to dusk run from Denver to Chicago’s Century of Progress 
Exposition is the subject for the front cover, and this design is 
repeated farther along in the catalog. The catalog presents a 
varied line of up-to-the-minute merchandise reproducing se- 
lected numbers in half-tone, including watches, china, glass, 
silverware and a variety of other lines. 





New Kadette Radio Ideal for Jewelers 

The Kadette Jewel model radio is the latest development of 
the International Radio Corporation of Ann Arbor, Mich. A 
new invention has made it possible to get coast to coast loud 
speaker reception with half the number of parts found in ordi- 
nary sets of comparative reception performance. 

Inclosed in a beautifully designed molded cabinet only 714 
long, 514 in. high and 334 in. deep, weighing only 
334 lb., the Kadette Jewel is a marvel for volume, tone fidelity 
and selectivity. 

Bakelite, plaskon and beetle are used for cabinets with 
grilles representing precious stones—amethyst, agate, alabaster 
and moonstone. These blend pleasingly with cabinets of ivory, 
orchid, tortoise, onyx, mahogany, walnut and a bright chinese 
red. 

Retail jewelers will find that Kadette Jewel radios blend 
nicely into any setting in their stores. They will fit ideally with 
other select, high grade, attractive merchandise. There is 
plenty of “eye appeal” in the Kadette Jewel. 

The Kadette “One Dollar-One Year” service policy eliminates 
entirely the retail dealer service problem. This guarantees 
direct to the set owner a maximum annual service cost of $1. 
Any sets needing service are sent direct to factory by Parcel 
Post and returned the same way. 














EP NER RET Te ee 


Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c, a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
> ae to cover postage must be en- 
c 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all an- 
ewers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 


25 words, 5c. for each additional 
word; minimum charge, 75c. 


FIRST CLASS WATCHMAKER, A-1 
mechanic, 20 years’ experience, desires 
position New York or vicinity. Address 
“H., 2063,”’ care Jewelers’ Circular. 





COMINATION jeweler, engraver, dia- 
mond setter and clock repairman, de- 
sires position in retail store. John 
Marshall, 985 Post St., Toledo, Ohio. 





ENGRAVER wishes permanent position 
in first class retail store; competent 
and reliable; reference; will go any- 
where. Address “W., 2030,” care Jewel- 
ers’ Circular. 





SALESMAN, well acquainted better 
stores, New York City and vicinity, de- 
sires quality jewelry line; best refer- 
ences. Address “H., 2098,” care 
Jewelers’ Circular. 


r 





JEWELER, all around on hand-made 
platinum jewelry, foremanship ability, 
wishes position with reliable concern. 
—e ““B., 1798,’"’ care Jewelers’ Cir- 
cular. 





WATCHMAKER, ENGRAVER. manufac- 
turing platinum jeweler; single; 18 
years’ experience ; references; Detroit. 
Address “G., 2016,” care Jewelers’ Cir- 
cular. 





MAN OF 50, alert, willing and accom- 
modating, 35 years’ retail store experi- 
ence, wishes position as salesman or 
general utility man. Wolfberg, 324 N. 
llth St., Easton, Pa. 





RETAIL JEWELRY SALESMAN, age 38, 
with 18 years’ experience in all branches 
of cash or credit jewelry business; 
state salary. Address “K., 2035,” care 
Jewelers’ Circular. 


YOUNG LADY experienced factory og, 
of ring manufacturer, capable taki 
full charge stock, filling orders, repaj 
weighing metal, etc. Address Oo 
2067,” care Jewelers’ Circular. 





WATCHMAKER, 16 years’ experience, e. 
stores, American factories and § 
importers; New York City preferred, 
see “Y., 2082,” care Jewelers’ Ci. 
cular. 





ee, 


Al- WATCHMAKER AND SALESMAN | 
desires permanent position; 11 om 
experience ; good. estimator; best refer. ~ 


ences. Address “T., 2077,” care Jewel. 3 


ers’ Circular. 





WATCHMAKER, 31, European trained, ~ 
15 years’ experience, reliable, accurate © 
and fast; all tools; best references; ~ 
desires position. Address “D., 2093% 7 
care Jewelers’ Circular. “a 


ee 





YOUNG MAN, age 31, thoroughly com- 
petent and experienced in credit or cash © 
jewelry store; neat appearing; A-1 ref. © 
erence. Address “P., 2048,” care Jewel- 
ers’ Circular. a 





YOUNG MAN, 21 years of age, single, of — 
good appearance, will finish Bradley 
November ist, desires position as watch- © 
maker, jeweler, stone setter and en- 
graver. Address A. G. Vaughan, Box © 
1495, Seminole, Okla. 


aa 





WATCHMAKER, ENGRAVER, salesman — 
and stone setter, first class, 20 years’ © 
experience, best stores; permanent ~ 
position Middle or far West; railroad 
inspection 12 years. Address “H, 
1918,” care Jewelers’ Circular. 4 





ENGRAVER, expert all around letterer, 
fast, 18 years’ experience; steady posi- 
tion only; neat appearance, highest ref- 
erences. Address “K., 2020,” care Jewel- 
ers’ Circular. 





WATCHMAKER, 33, German, 18 years’ 
experience, 10 years in U. S. A., mar- 
ried, complicated work, also clocks, de- 
sires permanent position. Address ‘“H., 
2029,"’ care Jewelers’ Circular. 








WATCH AND CLOCKMAKER seeks posi- 
tion; A-1 references. Address “B., 
2005,” care Jewelers’ Circular. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fuiton Agency, 93 Nassau St., Cort. 
7392, New York. 





MANUFACTURING JEWELER, engraver 
and stone setter; prefer retail store; 
position must be permanent. Address 
“J., 2031,” care Jewelers’ Circular. 





WATCHMAKER, single, age 24, experi- 
ence limited: plain engraving and stone 
setting ; Bradley graduate. Fred 
Fruits, 922 Lake Ave., Plymouth, Ind. 





FIRST CLASS WATCHMAKER desires 
position in the South; middle age, tem- 
berate. Address “Experience,” Box 22, 
Mechanic Falls, Maine. 





IF YOU ARE IN NEED of a watch- 
maker, jeweler or optician, write to 
Henry Paulson & Co., 37 So. Wabash 
Ave., Chicago, Ill. 





SALESMAN, fine watches and jewelry, 
vast experience. good following, better 
retail trade East and Midd'e West. Ad- 
dress “P., 2026,” care Jewelers’ Circular. 





WATCHMAKER WISHES POSITION; 
salary or commission; good references. 
Address Frank Abernethy, General De- 
livery, Saint Augustine, Fla. 





ENGRAVER, strictly first class, 30 years’ 
experience, sober, industrious, wishes 
position anywhere. Address “G., 2068,” 
care Jewelers’ Circular. 





WATCHMAKER, competent, experienced, 
desires position in first class store; 
Horological school, factory and _ store 
experience; New England preferred; 
references. Box 183, Hanover, N. H. 





COMPETENT WATCHMAKER, 25 years’ 
experience, all grades, engraver on 
plain jewelry ; American; New England 
preferred. Address “E., 2061,” care 
Jewelers’ Circular. 





WATCHMAKER, German, factory and 
high class store experience, accurate, 
fast and dependable, now employed, de- 
sires change. Address “A., 1903,” care 
Jewelers’ Circular. 





EXPERT letter, monogram, etc. en- 
graver; assist in other departments; 
good personality, reliable, highly rec- 
ommended. Address “T., 2049,” care 
Jewelers’ Circular. 





YOUNG WOMAN, well experienced, re- 
tail jewelry ; saleswoman, stenographer, 
knowledge of bookkeeping; refined, 
willing; vicinity New York. Address 
“A., 2054,” care Jewelers’ Circular. 








WATCHMAKER, 17 years’ experience on 
all grades of watches and clocks; age 
36; will go anywhere; best of refer- 
ences. Address “F., 2062,” care Jewel- 
ers’ Circular. 





WATCHMAKER, age 27, facial repairer 
on all grades of watches; selling experi- 
ence; go anywhere; permanent position 
desired. Address “M., 2075,” care 
Jewelers’ Circular. 





KNOWLEDGE OF MERCHANDISE and 
ability, acquired through years of ex- 
perience, are my background as retail — 
salesman; age 31, single; salary to 
start $45. Address “D., 2065,” care” 
Jewelers’ Circular. 3 





YOUNG LADY, ten years’ watch-jewelry 7 


experience, excellent assistant book- 
keeper-stenographer, every detail; cleri- 
cal work, repairs, stock, setters, 
polishers’ records. Carolyn Hirsch, Wa. 
7-1607, New York. 





SALESMAN with an established trade 
among the better rated jewelers and 
department stores wants gold filled line, 
specialties or jewelry novelties; com- 


mission basis; references. Address “Y., ~~ 


2053,” care Jewelers’ Circular. 





BOOKKEEPER-TYPIST. young wom tn, 
10 years’ varied experience in jewelry 
line, capable of taking full charge, 
manufacturing jewelers; excellent ref- 
erences. Address “L., 2021, care 
Jewelers’ Circular. 





OPTOMETRIST, LADY, registered in 
Wisconsin, unencumbered, will consider 
other State Boards; some equipment, 
ten years’ experience managing first 
class jewelry store. Address Il 
3ayer, Whitewater, Wis. 





REAL JEWELRY SALESMAN, for 
credit jewelers, available November 15, 
through Xmas only; 15 years’ experi- 
ence; 34 years old, American, fine ap- 
pearance; state salary. Address pr 
2019,” care Jewelers’ Circular. 





MANAGER of prominent and success- 
ful credit jewelry store interested in 

- making change; 15 years’ experience 
promotional sales and credits; age 
35. Address “B., 2055,” care Jewel- 


ers’ Circular. 
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